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Writing Fire, Windstorm and all Kindred 
Lines—World-wide Facilities 
Provident Mutual 
Life Insurance Company of Philadelphia 
Pennsylvania ————— Founded 1865 


Since premiums were much reduced January 1, 
1927 the average premium per policy has been 
increased owing to a larger average policy. 
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The new dividend scale, in effect January 1, 
1928, shows on the average a greatly reduced 
cost to the policyholder, which should enable 
the Provident agent still further to increase 
his production and the size of the policy sold. 
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Man and His Estate 


MANY a man carries his entire estate with 
him. His ‘‘earning ability’’ represents a// he 
is worth. 


HE knows any impairment to his estate is 
vital; hence agents find a profitable field for 
the sale of Commonwealth Sterling Income 
Policies, assuring a definite income in event 
of accident or illness. 


Commonwealth Casualty Co. 


oe gers ee pee Joe Jenks says, ‘The Reliance Life Perfect Protection he is 
s Philadelphia selling is just like honesty.” 
w. mamane cosonas wi So “What does he mean?” | 
“Don’t be stupid! It’s the best policy, of course!” 
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A RELIANCE BROADCAST 
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Just two years ago, I left the auto- 
mobile industry with which I had 
been identified for eighteen years. 
As you know, that business depends 
on /:ve prospects. Automobile sales- 
men have the same problems in refer- 
ence to prospects as the average life 
insurance underwriter. 

With the Reliance this is no prob- 
lem. The answer is 
Lead Service. Never 
in my years of selling 
have I seen such a 
wonderful means of 
getting in to see any- 
one, particularly a 
hard man to talk to. 

With Lead Service 
I started on the men 
I knew best; those 
whom I knew were 
physically able to 
pass the examina- 


tion, and who finan- A: B. HEISER 


cially were able to 
purchase a good sized policy. The 
Advertising Department was re- 
quested to release Lead: Service 
letters to these men. Just as soon 
as I thought they had had time to 
read the letter, I made my call. 
The prospect nearly always re- 
ceives me with a hearty welcome and 
tells me he has received our Vice 
President’s letter introducing me, 


A. B. HEISER 


of COLORADO 
cANNOUNCING 





and then says he has never received 
a finer illustrated introduction letter 
from any insurance organization. 

The Lead Service system provides 
the opportunity of selecting the best 
risks in the community. Practically 
every man I have sold was not in the 
market until the Lead Service letter 
created the need in his mind. 

Allow me to give 
you an X-ray picture 
of what Lead Service 
has done for me. On 
October 9, 1927 I 
started with the Re- 
liance Lite, having 
had no previous ex- 
perience in life un- 
derwriting. Since 
that time I , He used 
nothing but Lead Ser- 
vice introductions. 

During the seven 
months, from Janu- 
h ary ltoJuly 21,1928, 
I have written as a result or these in- 
troductions, 67 Perfect Protection 
Policies tor $22 1,705 Life, $191,000 
Accident and considerable Weekly 
Health Indemnity. 

No one could be more thoroughly 
sold than I on the value of this pre- 
approach advertising to the salesman 
who operates it correctly and dili- 
gently in his working plan. 
























































Why Its Profitable to SELL t CT PROTECTION 


The principle upon which the Lead Service Plan is one of the most profitable means of securing new busi- 
founded has been demonstrated to be thoroughly sound ness through advertising ever instituted by a life insure 
in theory and practice. This principle involving adver- ance company. Lead Service has established itself 
tising, coordinated with salesmanship has proven to be permanently as a feature of Reliance sales promotion. 
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RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
FARMERS BANK BUILDING PITTSBURGH, PA. 
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LIFE INSURANCE NEAR 
HUNDRED BILLION MARK 


Life Presidents Will Estimate Date 
Record Will Be Achieved 


CHARLES M. SCHWAB ADDED TO 
PROGRAM 


Head of Iron and Steel Institute to Dis- 
cuss “By-Products of Business Enter- 
prise’ 

Aiter eighty-five years of service, American 
life insurance is on the point of achieving 
$100,000,000,000 (one hundred billion dollars) 
of insurance in force for its policyholders and 
their beneficiaries. This outstanding milepost 
in the history of life insurance probably will be 
reached sometime next year, according to a 
survey now in process of preparation for the 
twenty-second annual convention of the Asso- 
ciation of Life Insurance Presidents, to be held 
at the Hotel Astor, New York city, on Thurs- 
day and Friday, December 13 and 14. When 
finished, it is expected the survey will indicate 
in what part of 1929 the insurance in force is 
likely to rise to this huge sum. The survey 
will be presented by the chairman of the con- 
vention, Chandler Bullock, president of the 
State Mutual Life Assurance Company, of Wor- 

cester, Mass. 

“Fifteen years ago, when American life in- 
surance was seventy years old, this fund of 
legal reserve life insurance protection amounted 
to $20,500,000,000 (twenty and one-half bil- 
lion dollars),” stated Manager George T. 
Wight of the Association, in announcing the 
final plans for the convention. “Few life in- 
surance executives then visualized the reaching 
of the $100,000,000,000 milestone before 1940, 
for the annual net accretions to the fund, after 
allowances for death claim and endowment pay- 
ments and lapses, averaged in those days about 
$1,275,000,000. During the latter part of the 
World War, however, this net increase was 
accelerated, and in 1919 leaped to $6,000,000,- 
000. While there have been fluctuations, it 
has twice, since that time, reached practically 
$8,000,000,000 annually. The total amount out- 
standing at the end of 1927 was more than 
$87,000,000,000. 

“One of the striking facts disclosed by the 
survey thus far is that while it took seventy- 
nine years for America’s life insurance thrift 
fund to reach $50,000,000,000, it now seems 
probable that the second $50,000,000,000 will 
be achieved in seven years—that is, in the pe- 
riod from the end of 1922 to sometime in 1929.” 

Executives of life insurance companies from 
all over the United States and Canada are com- 


(Concluded on page 7) 


CHICAGO AGENTS ACT 


Favor Board Plan as Trilateral Agree- 
ment Fails 


STRONG MAJORITY INDICATED 


Separate Vote Taken on Class One and 
Class Two Compensation 

Cuicaco, Itt., November 21.—By sweeping 
pluralities the fire insurance underwriters last 
week indicated that they are tired of the unset- 
tled underwriting conditions in Cook County 
and that they want to operate upon a uniform 
and stabilized commission basis. The votes 
were cast at the special meeting of the Chicago 
Board of Underwriters which was called to act 
upon the independent proposal of the Board’s 
executive committee which was announced 
when the joint conference committee, represent- 
ing the Board, Union and Western Insurance 
Bureau was unable to agree upon a second tri- 
lateral agreement. 

The vote was divided into two parts, the first 
being upon those sections of the commission 
plan applying to compensation for members of 
class one, the policy-writing general agents, and 
the second, to those sections applying to com- 
missions and brokerage to classes two to five, 
inclusive. On the first the vote was 86 to 9, 
and the second was 73 to 3. The absent mem- 
bers are given ten days in which to vote 
through the record and it is upon their vote 
that the outcome of the plan rests for a three- 
fifths majority of the 162 members, or ninety- 
eight votes, is necessary for adoption of the 
plan. 

However, the vote of the absentees is ex- 
pected to be at about the same ratio as those 
at the meeting, which would cause adoption 
of the plan by a wide margin. 

The independent proposal of the board com- 
bines the most favorable sections of the trila- 
teral report which failed of adoption by the 
company organizations, with the recommenda- 
tions of the Union made when it considered 
the plan. 

The plan is expected to receive the approval 
of the companies because it limits commissions 
to class one members to 35 per cent and com- 
missions to the outer city and suburban agents 
to 25 per cent. The companies, several months 
ago declared that the maximum commission 
should be 30 per cent, but this provision, which 
was in the tri-lateral report, turned out to be 
inacceptable because the Union members de- 
clared that the maximum to class two should be 
25 per cent. Also the competition of the non- 
affiliated companies is thought to have caused 
a change in the attitude of the companies and 
that they now are willing to try the 35 per cent 


(Concluded on page 23) 
3 


NEW MASSACHUSETTS 
AUTO RATES 


Acting Commissioner Files Expected 
Liability Schedule 


10 PER CENT REDUCTION FROM MONK 
PLAN 


Brokerage Commission Cut 5 Per Cent— 
Present Zone System Challenged 
Boston, Mass., November 19.—In a little 
over 48 hours after the hearing on November 
14 on compulsory automobile liability rates in 
Massachusetts, called by Acting Insurance 
Commissioner Arthur E. Linnell, was closed, a 
schedule was promulgated and filed by Mr. 
Linnell Saturday morning for 1929. This dif- 
fers from the so-called Monk schedule which 
was put out several weeks after September 1, 
the legal date for filing, but which was delayed 
on account of the resignation of Commissioner 
Monk on that date. The chief differences con- 
sist in a reduction of brokerage commissions 
from 15 per cent to 10 per cent and of a flat 
reduction over the Monk rates of about 10 per 
cent but with an increase in some instances of 
12 per cent over the 1928 schedule. The five 
territories into which the State was divided re- 

main in the Monk schedule. 

Local insurance men are debating the de- 
creased commissions and have expressed the 
opinion that the companies have got to meet the 
situation. It is believed that Acting Commis- 
sioner Linnell was influenced largely by. one 
point that was also brought out at the hearing— 
that, inasmuch as the State compels owners of 
motor vehicles to insure, why must they pay 
thousands of dollars to brokers for the insur- 
ance? While much was also said at the hearing 
that would tend toward the ultimate establish- 
ment of rates on the individual limit, because 
of the safety factor, this was not given recog- 
nition more than what had already been ac- 
corded it. As to fraudulent claims, particularly 
property damage claims, for which no reduction 
was made, but a small discount of about 2 per 
cent on account of claims paid since the data 
furnished from the Monk schedule was filed 
has been made by Mr. Linnell, the figures which 
he obtained as of September 30 indicating that 
the actual amount paid was lower than the esti- 
mated. 

A petition has been filed by a member of the 
Legislature from Everett, one of the cities dis- 
puting the rates as excessive for his territory, 
asking the Supreme Court to review the Lin- 
nell schedule. The petition is brought on the 
ground that the law grants the Commissioner 
no right to divide the State into territories or 
that, if this is legal, the zones fixed by him are 


(Concluded on page 29) 
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ba and again the parade of life insur- 
ance company house organs which contin- 
uously passes through our hands is found to 
contain a joke or two worth repeating. This 
one is from the Equiowa, of the Equitable Life 
Insurance Company of Iowa: 

“Well, my father has another wife to sup- 
port now.” 

“Heavens! Is he a bigamist?” 

“No, but I just got married.” 

x *k x 
NOTHER from the same source amuses 
the editorial mind: 

“What’s the matter with you?” 

“I wrote an article on fresh milk and the 
editor condensed it.” 

* * * 
HE editor of The Leader, of the Peoples 
Life Insurance Company, of Frankfort, 
Ind., puts this one at the top of his Office Boys 
Page: 

A young salesman was seen to turn away 
from a prospective buyer of an electric wash- 
ing machine, a disgusted look on his face. 
The “boss” immediately wanted to know why. 

“She doesn’t want an electric washing ma- 
chine,” the young man replied. “I explained in 
detail just how to operate it, turned on the cur- 
rent, and showed her how its works, and finally 
she pointed to the hole in the bottom and asked: 

“*What is that for’?” 

“*To let the water out’,” I said. 

““Oh, then it doesn’t wash by electricity does 
it? You have to use water’ ?” 

* *x* * 
UTSTANDING among many notable 
works which are included in the 11th ex- 
hibition of contemporary American oils at the 
Corcoran Art Gallery, Washington, D. C., is 
a magnificent portrait of William Montgomery, 
president of the Acacia Mutual Life Asso- 
ciation of that city. The portrait is the work 
of the well-known artist, Richard S. Meryman 
and it will be given a permanent place in the 
board room of Acacia when the exhibition 
closes. 
ioe dke ow 
HE Indianapolis Country Club was the 
scene of a picturesque harvest party given 
by the American Central Life Insurance Com- 
pany for its home-office employees, on Friday 
afternoon and evening, November 2. 

Closing of the office at 12:30 was followed 
by a special buffet luncheon in the company’s 
cafeteria, after which a cavalcade of especially- 
chartered motor coaches transported the merry- 
makers to the Country Club. Afternoon amuse- 
ment consisted of balloon races, treasure hunts, 
bridge, bunco, and dancing. 

A turkey dinner with appropriate trimmings 
was enlivened with instrumental, vocal and 
dancing specialties. The evening’s dance music, 
by Hoagy Carmichael’s Columbia Club Or- 
chestra, kept even the most weary “hoofers.” 





NE of his associates, who modestly leaves 

out his name, has prepared a tribute to 
the memory of W. L. (“Bill”) Barnhart, direct- 
or of development publicity for the National 
Surety Company who died recently following 
an operation for appendicitis. A silhouetted 
picture of Mr. Barnhart adorns the brochure 
and a testimonial to his character and ability is 
couched in appropriate and sincere language. Of 
Mr. Barnhart, the writer says in part: 

The passing superficialities did not take him 
from his course nor the doubts and procrastina- 
tions common to most of us deter him from the 
constructive work laid out. His mind was a 
machine of perpetual motion, conceiving new 
ideas, new means of approach to old problems 
: always as to how men could nearer ap- 
proach their goals, accomplish their true pur- 
poses in life and how he, Bill Barnhart, could 
help them. Bill Barnhart was a great construc- 
tive force. 

x ok x 


3 iow Employers Liability Assurance Corp., 
Boston, has just produced a new safety 
booklet entitled “A. B. C.” (Always Be Care- 
ful) which illustrates some of the dangers to 
which children are exposed in the home and on 
the streets and introduces the character “Care- 
ful Carl” who foils the schemes of the villain 
“Careless Chris” in a series of comic strips 
which will appeal to all children and, at the 
same time, teach a valuable safety lesson. The 
booklet was prepared under the direction of 
Arthur D. Grose, superintendent of the com- 
pany’s publicity department. 


* * * 


NE of the latest additions to the roster of 
skilled and well-paid professional men 
who have insured against loss of use of the 
bodily members they use in their craft is James 
F. Anderson, Hollywood masseur, who lists 
among his clientele many of the leading screen 
actors and who is charged with keeping the 
strenous Douglas Fairbanks in _ condition. 
Mr. Anderson has insured his hands in the 
Zurich General Accident and Liability Insur- 
ance, Chicago, for $100,000, taking one of the 
company’s “professional skill” policies in that 
amount. 
* ok Ox 
HE Alliance Casualty Company, organized 
by the Indemnity Insurance Company of 
North America, Philadelphia, has established 
a branch office at 87 Maiden lane, New York 
city, which will be managed by F. B. Hollister, 
formerly with Minner & Yoost, Inc. 
* *x* * 
CONFERENCE is being held at the offices 
“ of the National Bureau of Casualty and 
Surety Underwriters this morning apropos of 
the cut in auto commissions under the new 
Massachusetts rates. Companies and Bay State 
agency representatives are on hand, the latter 
much worried over the situation. 
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T. JOHN ERVINE, recently imported 
from London to write dramatic criticism 
for the New York World, got a big thrill and 
two columns of type out of Fire Commissioner 
Dorman’s familiar program note, “Look around 
now and choose the nearest exit to your seat. 
In case of fire walk (not run) to that exit. 
Do not try to beat your neighbor to the street.” 
Mr. Ervine finds genuine poetic material in 
the exhortation and rearranges it thusly: 


Look around now and choose the nearest exit 
to your seat. 

In case of fire walk (not run) to that exit. 
Do not try to beat 

Your neighbor to the street. 


QUITE agree with Mr. Ervine that Com- 

missioner Dorman’s opus has the accent 
of true poetry, but ii a few variations on the 
theme are permissible I would suggest adapt- 
ing the metre to the locale. For example, the 
fire warning on the programs for “Shake That 
Thing” might read as follows: 


Look around now, look around my dearest, 
Pick and choose and you won't lose the nearest 
Exit, I said that exit. 
In case of fire walk not run 
Don’t get hot you sun-uv-a-gun 
Cool your feet, don’t try to beat 
Your dear old neighbor, 
Your little grey neighbor, 
To-o-o the street. 
x Ok Ox 

P at the Knickerbocker Theater where 

Florence Reed is playing Lady Macbeth, 
Mr. Dorman’s admonition might be transposed 
to something in this vein: 


About these hallow’d walls and aged aisles 

A glance permit thy jeweled eyes so that 

The nearest exit thou may’st better choose; 
And, if about thy robe the Stygian flames 
Leap, lick and sting, I prithee walk, 

And suffer not to heat thy bosom running 

In craven effort, vain, to reach 

The marts before thy cringing neighbor’s fear, 
Fanned by thine own, shall vast disaster spread. 


* * x 


YOR Mae West’s “Diamond Lil” perhaps 
the following: 

Frankie and Johnny were lovers, 
He took her to the show; 

He didn’t forget his rubbers, 
Nor to choose his exit now. 


A fire broke out in the gall’ry, 
She didn’t know which way to turn, 
Now Johnny’s the prince of the Bow’ry; 
Poor Frankie she did burn. 


He was her man, and he done her wrong. 
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THE WESTERN INSURANCE BUREAU 
ACTION 
HE action of the Western Insurance 
Bureau, the executive committee of 
which met last week, in assuming the 
change of control of the National Liberty 
Insurance Company and its affiliated com- 
panies as tantamount to their resignation 
from the Bureau injects a new and un- 
expected atmosphere into the Western 
situation. The Bureau waited for no 
developments. Its action cannot be con- 
strued as defensive. It must be con- 
sidered in the light of a challenge. It 
is well known that much of the best busi- 
ness of the National Liberty has been de- 
rived from its Middle West agencies and 
from the Bureau companies through re- 
insurance. Obviously it is the intent of 
the Bureau to retain all of this business 
for its members and, apparently, it in- 
tends in this particular case, to work with 
the Union in enforcing the separation rule 
of the latter. This will be a most unusual 
but distinctly an aggressive move. While 
at first thought it appears to put the Bu- 
reau in the position of endorsing separa- 
tion, at least backhandedly, it has been 
authoritatively learned from very high 
sources in the Bureau that the Bureau 
as an organization, and its members 
generally do not regard what might be 
called the separation action of the Bureau 
with reference to the National Liberty as 
an endorsement of the principle of 
separation, but they do consider it a 
proper and necessary house-cleaning. 
From the same high sources it is also 


learned that there can be no question but 
that a determined, continued and never- 
ending effort will be made to remove 
the National Liberty, Peoples National 
and Baltimore American from Bureau 
agencies. In this connection it was also 
stated that while it did not seem possible 
there would be any other defections from 
the Bureau organization, nonetheless if 
any should take place in the future the 
same determined and unending fight will 
be waged to remove such companies from 
Bureau agencies. 

The statement was also made that the 
success so far attending the efforts to 
clean Bureau agencies of the National 
Liberty, Peoples National and Baltimore 
American had been so great as to make 
the favorable (from the Bureau’s stand- 
point) result of the movement certain. 

It is obvious, therefore, that the Bureau 
not only has issued a strong challenge 
but it willing to bet on the result. This 
action is particularly interesting when 
viewed in the light of the famous predic- 
tion of the late Henry Evans, who once 
said that the fire insurance business would 
within a few years come into the control 
of twenty or so huge groups. The 
action, in this light, appears as a strong 
move of the smaller Western companies 
to maintain their independence. Unques- 
tionably considerable water will flow 
under the bridge before its full effective- 
ness will be evident. 





MUDDLED MASSACHUSETTS 


A PROPOS of the new rates under the 
Bay State compulsory automobile 
liability insurance law, Massachusetts 


stands alone in her glory—if you want to 
call it that! Evidently the commission 
lifeblood of the agent in this line is to be 
there squeezed out between the fore- 
finger of “political expediency” and the 
impracticability of American legislation 
founded upon the theory of compulsion. 
Furthermore, the insurance companies 
are to be forced into a position which, 
because of reduced premium income on 
a hazardous class, is untenable. Some of 
the companies have already withdrawn 
from Massachusetts automobile liability 
insurance and it is unlikely that they will 
be in any great hurry to rush back into it. 

Governor Fuller, of the Bay State, is 
constantly talking about State funds in 
this connection. Is his wish father to the 
thought? Does he not realize that in 


~ 
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forcing Insurance Commissioner Monk’s 
resignation he has definitely aided the 
protagonists of the State fund idea in his 
commonwealth? Mr. Monk’s new sched- 
ule of rates for 1929 was based on solid 
and sound underwriting principles. Gov- 
ernor Fuller’s cry that that schedule was 
too higlt was based on “political expedi- 
ency.” You can take your choice. 

Now, Acting Insurance Commisisoner 
Linnell comes out with what might be 
styled a compromise schedule of rates de- 
signed apparently to meet the wishes of 
the governor, and at the same time still 
the voices of certain people of Massachu- 
setts who want lower rates regardless of 
whether the insurance companies can con- 
tinue in business under those rates or not. 
Perhaps Governor Fuller would like to 
see his threat of a State fund actually put 
into execution so that the millions of 
dollars it necessarily would contain could 
become the meeting ground of “political 
expediency.” 

As for the views of agents in States 
other than Massachusetts, the following 
comment, embodied in a letter just re- 
ceived from Howard I. Siegrist, a leading 
general agent of Bridgeport, Conn., is 
highly indicative. Mr. Siegrist, writing 
under date of November 19, discusses the 
Massachusetts plan of cutting commis- 
sions from 17.2 per cent to 10 per cent 
and deriving an additional 2% per cent 
from the claim reserve, and says in part: 

I feel deeply appreciative, this morning, of the 
fact that I am a resident of the State of Con- 
necticut where we have a sensible Insurance 
Department and a sane, logical executive family 
in our Capitol. 

Leaving selling cost entirely out of it, I should 
like to know what insurance office in the United 
States is operating from an administrator’s 
standpoint on 2% per cent. If it were not for 
the general practice of tax income being entirely 
out of line with the administration expense of 
the Insurance Department, I would wonder on 
what Mr. Linnell is able to operate his Depart- 
ment. 





Planet Life and Accident Organizing in 
Texas 

Officers of the Southern Union Life Insur- 
ance Company, Fort Worth, Tex., are sponsors 
of the Planet Life and Accident Insurance 
Company of that city which is being organized 
with capital of $500,000 and surplus of the 
same amount. C. H. Sternburg, Des Moines in- 
surance man, will be connected with the new 
company which will write accident and health 
business in Texas and life insurance in other 
States. 
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SELECT VICE-PRESIDENTS 
Clarence L. Ayres Annuonces American 
Life Convention Appointments 

Clarence L. Ayres, president of the American 
Life Insurance Company of Detroit, Mich., 
and president of the American Life Conven- 
tion, has announced the list of State vice-presi- 
dents of the American Life Convention as se- 
lected by the member companies in the several 
States. 

In many States the old vice-presidents were 
re-elected but in others new names appear on 
the official roster of this important insurance 
organization. 

During the administration of President 
Ayres the State vice-presidents’ work will be 
somewhat more important than heretofore as 
they will be called upon to assume some of the 
work of the president in their respective locali- 
ties. All will be depended on to keep in very 
close touch with legislative matters and other 
problems of the utmost interest to life insur- 
ance generally and especially to meinbers of 
the American Life Convention. 

The complete list of vice-presidents as an- 
nounced by President Ayres and Secretary and 
General Counsel Claris Adams are as follows: 


Alabama—Sam F. Clabaugh, president, Pro- 
dective Life, Birmingham. 

Arkansas—J. H. Tach, vice-president, Home 
Life, Fordyce. 

California—J. Roy Krause, president, Cali- 
fornia State Life, Sacramento. 

Colorado—James C. Burger, president, Amer- 
ican Life, Denver. 

Connetcicut—William Brosmith, vice-presi- 
dent and General Counsel, Travelers Insurance 
Company, Hartford. 

District of Columbia—William Montgomery, 
president, Acacia Mutual Life, Washington. 

Illinois—Henry Abels, vice-president, Frank- 
lin Life, Springfield. 

Indiana—Dr. H. E. Sharrer, 
Northern States Life, Hammond. 

Iowa—Gerard S. Nollen, president, Bankers 
Life Company, Des Moines. 

Kansas—E. E. Sallee, secretary and treas- 
arer, Bank Savings Life, Topeka. 

Kentucky—I. Smith Homans, vice-president 
and actuary, Commonwealth Life, Louisville. 

Louisiana—Crawford H. Ellis, president, 
Pan-American Life, New Orleans. ; 

Maryland—Joshua N. Warfield, president, 
Eureka-Maryland Assurance Company, Balti- 
more. 

Michigan—N. P. Hull, president, Grange 
Life, Lansing. 

Minnesota—E. W. Randall, president, Minne- 
sota Mutual Life, St. Paul. 

Mississippi—C. W. Welty, 
Lamar Life, Jackson. 

Missouri—_W. T. Grant, president, Business 
Men’s Assurance Company, Kansas City. 

Montana—H. R. Cunningham, president, 
Montana Life, Helena. 

Nebraska—H. S. Wilson, president, Bankers 
Life, Lincoln. 

New Hampshire—Robert J. Merrill, vice- 
president, United Life and Accident, Concord. 

New York—Lawrence M. Cathles, president, 
North American Reassurance Company, New 
York city. 

North Carolina—L. L. McAlister, assistant 
treasurer, Pilot Life, Greensboro. 

North Dakota—F. L. Conklin, 
Provident Life, Bismarck. 

Ohio—John M. Sarver, president, Ohio State 
Life, Columbus. 

Oklahoma—Edwin Starkey, vice-president, 
Mid-Continent Life, Oklahoma City. 


president, 


vice-president, 


secretary, 





Oregon—C. S. Samuel, general manager, 
Oregon Life, Portland. 

Pennsylvania—H. G. Scott, 
Reliance Life, Pittsburgh. 

South Carolina—C. O. Milford, president, 
Southeastern Life, Greenville. 

South Dakota—F. L. Bramble, 
Midland National Life, Watertown. 

Tennessee—C. A. Craig, president, National 
Life and Accident, Nashville. 

Texas—E. G. Brown, actuary, Southwestern 
Life, Dallas. 

Utah—Ephraim T. Ralps, president, Bene- 
ficial Life, Salt Lake City. 

Virginia—E. Lee  Trinkle, 
Shenandoah Life, Roanoke. 

Washington—Arthur P. Johnson, vice-presi- 
dent, Northern Life, Seattle. 

West Virginia—Harrison B. Smith, presi- 
dent, George Washington Life, Charleston. 


vice-president, 


secretary, 


vice-president, 


Wisconsin—George A. Boissard, president, 
National Guardian Life, Madison. 

Ontario—T. G. McConkey, general manager, 
Canada Life, Toronto. 


Elected Secretary of Security Mutual 

BrncuHamTon, N. Y., November 16.—Frank 
C. Goodnough, assistant secretary of Security 
Mutual Life Insurance Company of this city, 
has been appointed secretary of the company, 
succeeding the late Charles A. LaDue, who died 
November 7 after an illness lasting 18 months. 
Mr. Goodnough joined the company in 1897 and 
was apopinted as assistant secretary in 1909. 
Edward F. Burtis has been appointed as as- 
sistant secertary, succeeding Mr. Goodnough. 
Mr. Burtis joined Security Mutual in 1902. 








NYLIC INCENTIVES and AIDS TO SUCCESS 








obligation. 


substandard risks. 


of the larger companies. 


wise would be declined. 


COMPANY 
346 Broadway, New York 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must “‘go before and 
remove obstacles for those who follow.” 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


DARWIN P. KINGSLEY, President 


Pioneering 


Someone must take the first 


In order to fulfil its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life’s regular service to the public, and has grad- 
ually been adopted by a majority 
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ROYAL UNION’S STOCK 
DIVIDEND 





lowa Life Company Announces Trans- 
fer of $250,000 from Surplus to 
Capital 





B. M. KIRKE IN CHARGE OF AGENTS 





W. D. Haller Made Secretary and Actuary, 
Also Added to Directorate 

Des Mornes, Iowa, November 17.—The 
Royal Union Life Insurance Company of this 
city, announces a 100 per cent stock dividend. 

The increase in capitalization from $250,030 
to $500,000 was authorized at a special meeting 
of stockholders Friday, November 16. Share- 
holders will receive the new stock in propor- 
tion to their present holdings. 

A. C. Tucker, president of the company, pro- 
posed the action as a move to place the addi- 
tional $250,000 of surplus into capital. 

The stock dividend was lauded by 
Yenter, State Insurance Commissioner, as a 
“notable achievement on the part of an Iowa in- 
surance company, in the face of adverse busi- 
ness and financial conditions of the last few 
years.” 

W. D. Haller was named secretary and actu- 
ary by the board of directors. The action re- 
lieves C. E. Dailey, the treasurer, of the secre- 
taryship, in order that he may devote more time 
to investment matters. 

B. M. Kirke was elected vice-president and 
field manager, succeeding William Koch, who 
resigned several months ago, but still remains 
on the board of directors. 

Mr. Haller and R. A. Yarcho were added to 
the directorate. 

A financial statement laid before the. stock- 
holders and directors placed gross admitted as- 
sets of the company at $26,878,120, of which 
more than $7,000,000, or nearly 25 per cent, is 
in government, State and municipal bonds. 

The stock dividend brings the surplus, as to 
policyholders, including the capital, to approxi- 
mately $985,000. This includes a contingent re- 
serve of $235,000, set up as a safeguard to pol- 
icyholders against real estate and other invest- 
ment fluctuations. 

The financial record also shows that the as- 
sets were increased during the first nine months 
of this year by $1,651,523. 

During the last year the dividend to partici- 
pating policyholders has been increased 25%. 

The company had more than $141,000,000 in- 
surance in force September 30. 

A report of a joint examination of the com- 
pany by insurance departments of Iowa, Kan- 
sas, Missouri, South Dakota, and the District 
of Columbia, presented to the stockholders, de- 
clared the company was “ably and conservatively 
managed.” 


Ray 


Increase in Life Insurance Writings 

New paid-for life insurance production dur- 
ing October of this year was 4.7 per cent 
greater than during October of last year. Such 
insurance during the first ten months of 1928 
was 7.6 per cent greater than during the corre- 
sponding period of last year. These facts are 
shown by a statement forwarded last week 
by the Association of Life Insurance Presi- 
dents to the United States Department of Com- 
merce for publication. The compilation aggre- 
gates the new business records—exclusive of 
revivals, increases and dividend additions—of 
44 member companies, which have 82 per cent 
of the total volume of life insurance outstand- 
ing in all United States legal reserve compa- 
nies. 

For the month of October, the total new 
business of all classes was $965,493,000 this 
year against $921,836,000 last year—an increase 
of 4.7 per cent. New ordinary insurance 
amounted to $659,844,000 against $607,237,000, 
an increase of 87 per cent. Industrial 
amounted to $233,530,000 against $265,974,000— 
a decrease of 12.2 per cent. Group was $72,- 
119,000 against $48,625,000—an increase of 48.3 
per cent. 

For the ten-month period, the total new busi- 
ness of all classes written by the 44 compa- 
nies was $10,024,573,000 this year against $9,- 
306,981,000 last year—an increase of 7.6 per 
cent. New ordinary insurance amounted to 
$6.722,615,000 against $6,521,074,000—a gain of 
3.1 per cent. Industrial amounted to $2,243,- 
529,000 against $2,203,519,000—an increase of 
1.8 per cent. Group amounted to $1,058,429,000 
against $582,388,000—an increase of 81.7 per 


cent. 


Life Insurance Nears Hundred Billion 
Mark 
(Concluded from page 3) 

ing to the convention to obtain at first hand the 
results of this survey and to gather other in- 
formation with which to help solve the prob- 
lems of their business in 1929. The convention 
will study the effect of this huge thrift fund 
upon the social and economic life of the United 
States. The significance of the greatly increased 
purchasing power of the American people, as 
disclosed by recent additions to this thrift fund, 
will, in particular, be discussed. 

Another statistical survey to be presented to 
the convention will show whether American life 
insurance is maintaining its enormous lead over 
the growth in the rest of the world. In recent 
years the United States has held around 71 per 
cent of the total life insurance in force on the 
globe. The United States Departrtient of Com- 
merce is co-operating with the Association in 
bringing up to date the statistics concerning life 
insurance in force outside of this country. In- 
dia, Japan, New Zealand and Australia, in addi- 
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AGAINST SECTION 97 
CHANGES 


New York State Life Underwriters 
Pass Resolution 








FIND PRESENT LAW SATISFACTORY 





Organization Will Hold Sales Congress 
May 17, 1929—Presentation to Julian 
S. Myrick 
At a recent meeting of the New York State 
Life Underwriters Association a resolution was 
passed strongly opposing the movement to re- 
vise Section 97 of the New York Insurance 
Law. The action followed the reading of a 
brief dated November 12 in which Superintend- 
ent of Insurance James A. Beha made final 
answer to the arguments of the Association, as 
set forth in its statements of April 12 and No- 
vember 1. The meeting was attended by all 

but three of the member associations. 

Julian S. Myrick, of Ives & Myrick, man- 
agers in New York for the Mutual Life In- 
surance Company of New York, president of 
the Association and leader in its fight against 
the proposal to change Section 97, was pre- 
sented with a beautiful brief case. Presenta- 
tion was made on behalf of the delegates by F. 
A. G. Merrill, of Buffalo, and George A. Ked- 
erich, of New York. 

It was determined to hold the annual one- 
day sales congress of the Association at 
Rochester, Friday, May 17, 1929. 

(Concluded on page 9) 








tion to European and South American coun- 
tries, will be included in this survey. 

Responses from invitations indicate that this 
year’s convention will be attended by execu- 
tives of companies having about 95 per cent of 
the life insurance in force in the United States 
and Canada. Many State and provincial of- 
ficials, charged with the governmental super- 
vision of insurance, will also be in attendance. 

Since the announcement by speakers and 
topics some weeks ago, Charles M. Schwab, 
president of the American Iron and Steel In- 
stitute, and chairman of-the board of the Beth- 
lehem Steel Corporation, has been added to the 
program. He will speak on “By-Products of 
Business Enterprise,” opening the afternoon ses- 
sion on the first day: Thursday, December 13. 
Mr. Schwab’s rise to pre-eminent position in 
the iron and steel industry of the world has been 
coincident with the great industrial development 
of the United States. Mr..Schwab was hon- 
ored this yeat by receiving from the Iron and 
Steel Institute of Great Britain the coveted 
Bessemer Gold Medal, “awarded for distin- 
guished merit in promoting the metallurgy of 
iron and steel.” 
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EQUITABLE SERVICE SERIES 








Through its many millions invested in Elec- 
tric Companies the Equitable helps to bring 
light and power into countless communi- 
ties and homes. As electricity has brightened 
human lives EQUITABLE CHECKS | 
brighten families when policies become | 
claims, and to many hundreds of homes 
served by the light companies come Equi- ay 
table checks to pay not only the light bills |F]/ij 
but bills for food,  qyem 
rent and other cur- [tee 
rent charges. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 


Tuomas I. Parkinson, President 


















THE EQUITABLE HAS OVER 130 MILLIONS INVESTED IN PUBLIC UTILITIES 
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Against Section 97 Changes 
(Concluded from page 7) 
The resolution adopted was as follows: 


Whereas: The Life Underwriters Associa- 
tion of the State of New York has considered 
certain changes, proposed by the Superintendent 
of Insurance, in connection with Section 97 and 
the correlated sections of the New York-Insur- 
ance Law, and 

Whereas: The Association, through its of- 
ficers and committee, has given very careful 
consideration as to the necessity and reasons for 
such proposed changes, and 

Whereas: The committee has reported its 
conclusion that there is no necessity for any 
fundamental change in the present law and has 
submitted statements of April 12 and Novem- 
ber 1, 1928, setting forth its reasons, be it 

Resolved: That the State Association rec- 
ord its opposition to the proposéd changes in 
Section 97 and the correlated sections of the 
Insurance Law of the State of New York; be 
it further 

Resolved: That it go on record as oppos- 
ing any measures which seek to accomplish any 
change except by amendments preserving the 
structure of the present laws and then only 
when all parties at interest agree to the neces- 
sity of such amendments; be it further 

Resolved: That we record the confidence of 


the State Association in individual company’ 


management, in the Association of Life Insur- 
ance Presidents, the American Life Convention, 
the Insurance Commissioners Association; Na- 
tional, State and Local Underwriting Associa- 
tions and other kindred organizations, and in 
their ability to protect the welfare of the In- 
stitution and the interests of the insuring pub- 
lic; be it further 

Resolved: That we again record our faith 
in the present laws which have stood the test 
of practical operation for twenty-two years, 
have been administered by the department, have 
been construed by the attorney-general and 
have been interpreted by the courts, making it 
unsafe and unwise to effect radical changes in 
the present laws, and be it further 

Resolved: That a copy of this resolution be 
sent to the honorable, the Superintendent of In- 
surance of the State of New York and to the 
presidents of all the companies admitted to do 
business in the State of New York. 


PROTECTIVE LIFE IN NEW HOME 
OFFICE 
Birmingham Company Occupies Its Hand- 
some Fourteen-Story Structure 

The Protective Life Insurance Company, of 
Birmingham, Ala., has moved into its handsome 
new home office building at First avenue and 
Twenty-First street. This dignified structure, 
rising fourteen stories above the street and 
capped by a green copper roof, is a striking 
example of modern architecture. 

The new building is a monument to the suc- 
cessful establishment and growth of the com- 
pany under the direction of William D. Jelks, 
who founded it in 1907 and who is now the 
chairman of its board of directors. Sam F. 
Clabaugh is president of the company and is 
recognized as one of the most prominent busi- 
ness men in his home city, as well as an out- 
standing figure in the life underwriting world. 
At the end of 1927 the Protective Life had $57,- 
556,313 of insurance outstanding, its new busi- 
ness last year having aggregated $17,283,731. 
The capital of the company is $1,000,000 and its 
assets at the end of last year were $6,417,810, 
its surplus to policyholders having been $1,541,- 
548. 





A. O. SWINK NEW 
EXECUTIVE 


Former General Agent Heads Atlantic 
Life 








E. A. SAUNDERS RETAINS CHAIRMAN- 
SHIP 





New President Is Company’s Largest In=- -. 


dividual Stockholder—Many Years in 

the Business ; 

A. O. Swink, manager for Virginia and the 
District of Columbia of the Atlantic Life In- 
surance: Company, Richmond, was unanimously 
elected president of the company at a special 
meéeting of the board of directors last week. 
He succeeds Edmund A. Saunders, whose res- 
ignation was accepted as of December 31, 1928. 
Mr. Saunders will retain his position as chair- 
man of the board of directors. 

The new organization marks the culmination 
of plans Mr. Saunders has been working out 
for several months. When he assumes the 
presidency on January 1, Mr. Swink will be- 
come the principal executive officer and will re- 
sign as manager of the company’s agency for 
Virginia, and the District of Columbia and 
thereafter will have no financial interest in this 
agency. 

Mr. Swink was born in Roanoke, February 
6, 1885. His entire business career has been 
in the field of tife insurance. At the age of 16 
years he entered the branch office of the New 
York Life Insurance Company and continued 
with that company for five years. In 1906 he 
became cashier and assistant secretary of the 
Atlantic Life, then known as the South Atlan- 
tice Life Insurance Company. The following 
year he was promoted to be superintendent of 
agents, which position he held until 1909, when 
he took over the general agency for Virginia 
and the District of Columbia. His twenty years 


as manager have been marked with unusual suc- 
cess both as head of the agency and as a per- 
sonal producer. The insurance in force with 
the Atlantic Life in his territory has been in- 
creased from approximately $3,500,000 to over 
$70,000,000 and his agency for the past several 
years-has been a leader in production among all 
companies operating in Virginia. His personal 
production since he received his first agent’s 
license has never been less than $1,000,000 an- 
nually, and in most years has been greatly in 
excess of that amount having reached as large 
a total’as $4,500,000. He is the largest personal 
producer in the South. On the completion of 
his first ten years association with the Atlantic 
Life he was tendered the following testimonial 
by the company: 

“As cashier, assistant secretary, superintend- 
ent.of agents, and as manager for the State of 
Virginia, he has ‘made good’ in a large way 
in each position occupied. As manager for 
Virginia his record has been most brilliant and 
he has established what we regard as easily 
the leading agency in the State, an agency that 
has few superiors throughout the United States. 
Not only as manager does he excel, but also as 
a personal producer, having been each year the 
largest personal producer in the entire organiza- 
tion. No man in the agency organization has 
made a larger contribution to the success of 
that department.” 

Mr. Swink is a director of the Atlantic Life 
and is its largest individual stockholder. He 
is also a director of the Virginia Trust Com- 
pany, Grace Securities Corporation, Benton- 
Baily Company, Richmond Structural Steel 
Company, American National Bank and Amer- 
ican Trust Company, 

Mr. Saunders, the retiring president, entered 
the services of the company in 1914 in the treas- 
urer’s department. In 1916 he was elected as- 
sistant treasurer; in 1917, assistant secretary- 
treasurer; in 1918, treasurer; in 1920 vice-pres- 


ATLANTIC LIFE OFFICIALS 





E. A. SAUNDERS 
Chairman 
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LITTLE LIFE STORIES Nel10 FROM THE FIELD 

















as ten penny nails 


EORGE T. was a hardware salesman who 

was as careful in serving the carpenter who 
needed a pound of nails as the bride who was 
buying her first kitchen range. One day he 
realized that he was spending three-fourths of 
his time selling twine and tacks, screw drivers 
and hammers and that he was putting as much 
intelligence and interest and energy into those 
small transactions as into the less frequent sale 
of a plow or a kitchen range or a tool chest. 


He began to cast about for a field for larger 
sales. He investigated one possibility after an- 
other and finally settled upon life insurance. 


Within a year his salary as a hardware salesman 
was more than trebied. Today his salary is 


Home Offices: Louisville, Ky. 





twenty-five times that which he received when 
he sold tacks and nails. And he feels that the 
future holds still greater success for him. 


Naturally, he is happier than he ever was before. 
Every day furnishes some opportunity for the 
exercise of his own judgment and initiative. 
His time is his own and his earnings are in pro- 
portion to his efforts. He is associated with 
men whose fellowship is congenial and is back- 
ed up by an organization whose cooperation is 
a constant stimulus and support. He feels his 
abilities expanding and developing every day 
and knows himself a vital part of a growing 
organization where no limit is set for him but 
where every opportunity for advancement and 
prfosperity is offered. 


“Carrying Our Men To 
Success With Us”’ 


George TI. found that /arge life. 


insurance cases were as easy to sell 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


CAREY G. ARNETT, “President 
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ident and treasurer; in 1927, president, and in 
February, 1928, chairman of the board and presi- 
dent. The present splendid financial condition 
of the company is attributed to his ability in 
investing the company’s funds. The company, 
it is said, now pays to beneficiaries under trust 
funds representing proceeds of life insurance 
claims left with the company the highest rate 
of interest paid by any life insurance company 
domiciled in this country. Mr. Saunders is also 
a director of the First and Merchants National 
Bank of Richmond, the Industrial Bank of Rich- 
mond and the Richmond Chamber of Commerce. 

The Atlantic Life was founded in 1900 and 
is the oldest life insurance company domiciled 
in the South writing purely ordinary legal-re- 
serve life insurance exclusively. In 28 years 
the company has amassed over $156,000,000 in- 
surance in force and during 1927 secured more 
than $26,000,000 of insurance. It has more 
than $20,000,000 of assets and annual income 
of more than $6,000,000. 

The directors of the Atlantic Life denied that 
the company proposes to operate immediately 
in the State of New York and that a split up 
of stock on the basis of ten for one, reducing 
the par value to $10 a share, was under con- 
sideration. 


FARMERS NATIONAL LIFE REINSURING 
Business to Be Transferred to Federal 
Reserve 

Cuicaco, Itt., November 21.—Plans for re- 
insurance of the business of the Farmers Na- 
tional Life of Chicago into the Federal Reserve 
Life of Kansas City, Kan., and liquidation of 
the capital and surplus of the Farmers National, 
have been completed, and the deal now only re- 
quires the approval of the stockholders and 
policyholders of the local company. 

The Federal Reserve started in 1920 and now 
has insurance in force approximating $32,000,- 
000 and assets of over $3,460,000, while the 
Farmers National has over $41,000,000 of busi- 
ness in force and assets of $4,280,000. 


Oswald Jacoby Joins H. H. Polk & Com- 
pany 

Oswald Jacoby, formerly with the actuarial 
department of the Metropolitan Life Insurance 
Company, New York, has joined Harry H. 
Polk & Company, Inc., well-known investment 
bankers, distributors and dealers in railroad, 
municipal, industrial and institutional bonds 
and preferred stocks. 

Mr. Jacoby is a fellow of the Actuarial So- 
ciety of America and his past training and 
experience well fit him for the work he is tak- 
ing up with Polk & Company where he will 
act as a special representative to develop an in- 
surance company financing business. 

Polk & Company is located in the Equitable 
Building, Des Moines. Its New York office 
is at 44 Wall street and the officers are: Harry 
H. Polk, president and treasurer; R. Miles 
Warner and Kent S. McKinley, vice-presidents ; 
Dewey P. Barden, secretary and assistant treas- 
urer; William M. Greiner, assistant secretary 
and assistant treasurer, and B. Cowan, assist- 


ant secretary. 





NEW YORK LIFE MOVES 





Huge Transfer Accomplished in Four 
Days 





STAFF WORKS DAY AND NIGHT 





Company Maintained Skeleton Force in 
Both Buildings and Continued Busi- 
ness as Usual 
Last Sunday evening Darwin P. Kingsley, 
president of the New York Life Insurance 
Company saw completed his dream of many 
years. The New York Life Insurance Com- 
pany was by that time completely installed in 
its huge and beautiful new home on the site of 
the former Madison Square Garden. At the 
self-same spot where once bears, lions, ele- 
phants, chickens, horses, and the like were 
wont to step forth from their vans to enter 
one of the World’s most famous arenas, he 
watched all the paraphernalia of a monster life 
insurance company moved in orderly procession 

into its newest quarters. 

The move resembled a huge parade in which 
4000 employees took part, working day and 
night from Thursday until Sunday. Guarded 
by hundreds of detectives and watched over by 
special medical and commissary forces, they 
transferred over 75,000,000 documents to the new 
building. These documents represented an in- 
surance value well in excess of $6,000,000,000. 
With it went furniture, files and other prop- 
erty incidental to the work. The big fleet of 
trucks engaged in the movemerit was con- 
stantly on the go and the work was accom- 
plished with the greatest possible efficiency so 
that on Monday morning over 90 per cent of 
the staff was installed and ready for business. 
The remaining departments will be moved with- 
in a few weeks. 

A skeleton staff was maintained continuously 
at both buildings and the regular work of the 
company was carried on uninterruptedly. So 
carefully planned were all the details that the 
efficiency of the regular work was in no way 
impaired. 

In contrast to the former crowded and 
cramped quarters, the company now occupies 
over 600,000 square feet in a building which 
covers an entire city block and is well lighted 
on every side. The total floor space in the 
building is 925,000 square feet. Thus the 
growth of the company for some years to come 
is provided for. 

The new building was designed by Cass Gil- 
bert, famous architect, and conforms fully to 
the zoning law, rising in terraces for thirty- 
four stories to a height of 617 feet. It is one 
of the greatest of the new buildings in New 
York. 

President Kingsley, speaking of the move, 
said: 

With all the development northward on Man- 
hattan Island, not many great New York in- 
stitutions have bodily shifted to new quarters 
from so far downtown. Branches have been 
established as business expanded and shifted. 
But when the New York Life Insurance Com- 
pany changes its habitat entirely an institution 
that has become physically almost a part of 
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W. W. McCLENCH DEAD 


Head of Massachusetts Mutua] Life 
Is Victim of Heart Disease 








LONG A PROMINENT FIGURE 





Had Been Company’s President Nearly 
Twenty Years When He Retired to 
Take Chairmanship 
William Wallace McClench, chairman of the 
board of directors of the Massachusetts Mu- 
tual Life Insurance Company, Springfield, 
Mass., since his retirement from the presidency 
of the company last January, died last Friday 
at his home in Springfield from heart disease. 
He was 74 years old and had been president 
of the Massachusetts Mutual for nearly twenty 

years at the time of his retirement. 

Mr. McClench was born at Chicopee, Mass. 
He was graduated from Tufts College in 1875 
and for three years was a teacher during which 
time he also studied law and was admitted to 
the bar in 1878. He practiced law in Chicopee 
until 1891 when he became a member of a law 
firm in Springfield. 

He joined the legal staff of the Massachu- 
setts Mutual Life in 1893 and five years later 
became general counsel on the death of Judge 
Gideon Wells. He was elected a director of 
the company in 1899, second vice-president in 
1905, and president in 1908, following the death 
of President John A. Hall. 

As a young lawyer Mr. McClench was town 
counsel of Chicopee and later was mayor of 
the city. He ran for district attorney in 1892 
on the Democratic ticket and for attorney-gen- 
eral in 1896 on the Gold Democratic ticket, but 
later returned to the Republican party. As a 
youth he was a Universalist but later became 
a Unitarian. He was a trustee and vice-presi- 
dent of the Springfield Institute for Savings, 
a director of the American Telephone and 
Telegraph Company, a trustee of Tufts Col- 
lege, which conferred upon him the honorary 
degree of LL.D. in 1892, and at one time a 
director of the Hampden Trust Company. Mr. 
McClench was a Mason, a former president of 
the Springfield Board of Trade, a member of 
the American Bar Association, American 
Academy of Political and Social Science, 
American Historical Society, Phi Beta Kappa 
and Zeta Psi fraternities and a number of 
clubs. In civic affairs he took an active part 
and was regarded as one of the leading citi- 
zens of Springfield. He is survived by his 
wife, one son, Donald A. McClench of Spring- 


(Concluded on page 37) 








the landscape disappears at one point to reap- 
pear, in greater size and with more beautiful 
surroundings, at another. 

Nearly 4000 home office employees will 
change a part of their daily routines; more 
than 2,000,000 people will change their thoughts ; 
but readjustment will be speedily made. All, 
home office workers and policyholders alike, 
will, for years to come, cherish the traditions 
and the memories that center about the old ad- 
dress. Madison Square will now become the 
greatest center of life insurance in the world. 
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Years of Life Insur- 
ance Ideals and Services 
AY IDEAL became a reality when, on February 
Ist, 1843, “THe Mutuat Lire oF NEw YorK” 
issued its first policy. The business of life insurance 


on the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
Mutua, Lire began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE Mutual Liré has an outstanding 
record, 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 
2nd Vice-President and Manager of Agencies 


New York, N. Y. 


DAVID F. HOUSTON 
President 


34 Nassau Street 





No Supermen Here! 


The Peoria Life is emphatically and unalterably of the 
belief that its eight hundred agents will compare favorably 
with any similar body of men and women engaged in the 
business of life insurance. We do not, however, let our- 
selves be misled by this belief into the assumption that they 
are supermen, beyond all need or desire for earthly assist- 
ance. 


We know that our agents are capable and energetic, but 
they are also human. We do not take for granted that 
they will design their own programs, furnish their own in- 
spiration, and solve all their own problems without help or 
encouragement. Even the veteran with a long successful 
record has an occasional blue day, when the knowledge of 
his Company’s support and cooperation is a great satisfac- 
tion. 

The activity of each Peoria Life agent is constantly 
stimulated by interesting and worth-while incentives. Every 
resource of the Company is at his disposal. He knows that 
his Company is sincerely concerned in his individual suc- 
cess. The Peoria Life and its agents are partners in busi- 
ness, and it prospers because it works with them, serves 


them, helps them make good. 
Co. 


Peoria Life Insurance 


Peoria, Illinois 









































Do You Contemplate 
Making a Change Jan. 1? 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 
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A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. 

Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind re- 
quires future provision assured beyond doubt. 


The General Agent Creates Future 
Wealth for Himself 
Are you ready to graduate into the gen- 
eral agent class? If so, we offer you the 
chance to build your own business—a 


handsome current income and _ ever- 
increasing security for your own future. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 
SHREVEPORT, LA. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in Strict 
Confidence. 
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CANADIAN AGENCY OFFICERS MEET 
Growth of Business Shown—T. A. Dark Is 
New President 

Toronto, Can., November 17.—The Life 
Agency Officers Association of Canada held its 
annual meeting in the King Edward Hotel, To- 
ronto, yesterday, with the important companies 
doing business in this country nearly all repre- 
sented. T. G. McConkey, general manager of 
the Canada Life, presided. In reviewing the 
progress made by life insurance during the past 
year, Mr. McConkey pointed out that the un- 
usual prosperity of the country had made a good 
basis for increased business. He estimated that 
by the end of the year Canadians would hold 
6,500,000 policies, covering insurance amounting 
to $6,000,000,000. This is exclusive of business 
written outside of Canada. Mr. McConkey re- 
ferred back to 1912, when there were 1,497,000 
policies for $1,070,308,669. 

R. H. Coats, head of the Dominion Bureau 
of Statistics, gave a survey of statistical work 
in Canada. One important way in which this 
work had served, was in revealing heavy infant 
mortality, and as a result the ratio of babies 
deaths in Toronto had been reduced within the 
past dozen years, from one in nine to one in 
fourteen. 

The outstanding address of the meeting was 
that of E. A. Macnutt, who is treasurer of the 
Sun Life Assurance Company. He spoke on 
the assets and investments of the companies. 
At the end of 1927 the assets totalled $1,033,- 
522,174, and since the total wealth of Canada is 
estimated at $28,400,000,000, it is evident that 
the life insurance companies occupy an impor- 
tant place. These assets represent an increase 
of 727 per cent from 20 years ago, said Mr. 
Macnutt, while in the same period the assets 
of United States companies had increased by 
332 per cent. The rate of increase has been 
particularly rapid since 1922. These figures do 
not include assets of British or United States 
companies doing business in Canada, but they 
do include external investments of the Canadian 
companies. 

Mr. Macnutt presented in graphic form an 
analysis of how the investments of the Cana- 
dian companies were distributed at the end of 
each year since 1907. At the end of 1927 this 
distribution was as follows: 





Canadian government bonds.......... $86,538,206 
British Empire bonds......... et 20,109,328 
Foreign government bonds 26,120,731 
PICHOGE - WOMB) <6:s.c.c50% 448 cc belce den 126,711,534 
pS ee rear 5,920,689 
Miscellaneous bonds .............0. 124,889,200 
SOMME Sie oiaie: said v0.6 U pis/ee sieeve we aawiee 168,922,047 
WeiStte® SHQUUGAOOR o5 ci dccce. arco eorarsiniceiee's 76,171,747 
CTUDNE ROS, 5s oak wise es swe ea we 176,953,975 
tS BCE Een rer rar meter re 24,415,463 
PE EE '2 a5 acl Ie waceees cee eee 141,288,436 
Ohier ledger A668. ic csiscnsecwceses 9,063,898 
Neomedmet GRE -y. de6 0 ss.de a sinwinne 46,416,885 


TEE DROUIN 5 asa ck Hasludeecconeatad $1,033,522,174 


Reviewing the percentage which each class of 
assets bore to the total, government bonds, espe- 
cially those of Canada itself, had shown a big 
increase to over 20 per cent during the war pe- 
riod, but now they amount to only about 13 
per cent. Municipal bonds had shown a de- 
crease during the war, and had risen after it, 
with a further contraction in the past couple 
of years. Miscellaneous bonds, in proportion 


to total investments, are now lower than before 
the war, but stocks have increased greatly in 
the past few years. Mortgages are also lower, 
because there had been a big decrease in hold- 
ings of farm mortgages as a result of unsatis- 
factory experience during the post-war depres- 
sion. The proportion of policy loans has been 
higher in recent years. 

The following new officers were elected by 
the Association: 

President, T. A. Dark, Excelsior Life, To- 
ronto; first vice-president, W. H. Somerville, 
Mutual Life of Canada, Waterloo; second vice- 
president, H. R. Stephenson, Crown Life, To- 
ronto; honorary secretary, J. H. Lithgow, 
Manufacturers Life, Toronto; past president, 
T. G. McConkey, Canada Life, Toronto; 
executive members: C. C. Ferguson, Great 
West Life, Winnipeg; H. W. K. Hale, Sun 
Life, Montreal; F. S. Kumpf, Dominion Life, 
Waterloo; E. J. Maclver, Prudential, Newark; 
R. A. Mannings, Royal Insurance Company, 
Montreal; G. C. Moore, Imperial Life, Toronto; 
H. E. North, Metropolitan Life, Ottawa; V. 
R. Smith, Confederation Life, Toronto. 


Guaranty Life Appointments 

Lee J. Dougherty, vice-president and man- 
ager of the Guaranty Life Insurance Company 
of Davenport, Iowa, announces the appointment 
of Greene H. Dale of Oklahoma City, as the 
company’s State manager, effective as of Oc- 
tober Ist. 

Mr. Dale is probably as well and favorably 
known in State banking and insurance circles 
as any one in Oklahoma as he has been a citi- 
zen of the State for the past eighteen years. 
Mr. Dale began his active business career as 
an employee of the Rock Island System in 
Oklahoma. He was elected a bank cashier 
while still an employee of the Rock Island. 
Mr. Dale left the banking business in 1920 to 
enter the life insurance field and he proved that 
he made no mistake as he made a remarkable 
success in the great field of life insurance, both 
as a personal producer and State manager. 

Since 1926, Mr. Dale has been the Oklahoma 
manager of the International Life of St. Louis, 
which was recently reinsured by the Missouri 
State Life. 


Third Anniversary of American Life and 
Accident 

The American Life and Accident Insurance 
Company, Inc., St. Louis, of which S. B. Hunt 
is president, recently celebrated its third an- 
niversary with an agency meeting for the pur- 
pose of discussing the fine progress made since 
the organization of the company and formulat- 
ing plans for the remainder of the present year. 
The meeting was followed by a banquet at the 
Hotel Chase palm room. 

Business Men’s Opens Detroit Branch 

Early in the present month a new branch of- 
fice was opened at Detroit by the Business 
Mens Assurance Company of America, Kan- 
sas City, Mo. The office is located at 406 Fox 
Theatre building, with Rose Reberts, super- 
visor for Michigan, in charge. 
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MUTUAL LIFE CHANGES 


George A. Sattem Becomes Manager at 
St. Paul 


Second Vice-President George K. Sargent 
announces that the Mutual Life Insurance Com- 
pany of New York has appointed George A. 
Sattem, manager of the company’s Omaha, 
Neb., agency, to take the managership of its 
St. Paul, Minn., agency, on January 1, 1929, 
to succeed Manager William F. Peet, who leaves 
active service on that date under the company’s 
retirement plan. 

The St. Paul agency operates in thirty-seven 
counties in Minnesota, and twenty-four counties 
in Wisconsin. Mr. Sattem will have his head- 
quarters in St. Paul in the company’s present 
office in the Pioneer Building. 

Mr. Peet became connected with the company 
in August, 1885. On January 1, 1893, he was 
made general agent in St. Paul, and on Janu- 
ary 1, 1905, was made salaried manager under 
the managerial system.. He has served there 
as manager during all the intervening years. He 
has had a long, honorable career in life insur- 
ance and in the company. The company with 
pleasure acknowledges his services and hopes 
that many pleasant years are before him after 
his long devotion to its interests and activities. 


Mr. Sattem, his successor, became connected 
with the company in March, 1912, as an agent 
in Central Illinois. In 1916 he transacted busi- 
ness through the company’s agencies in Milwau- 
kee, Wis., and Springfield, Ill. On January 1, 
1918, he became superintendent of agents in 
Springfield, Illinois, and on January 2, 1925, 
he removed to Milwaukee and served there 
in the same capacity. Because of aptitude for 
field organization work and qualities essential in 
agency management, he was made manager of 
the company’s agency in Omaha, Neb., on Jan- 
uary 1, 1925. His successful work in Omaha 
has won him promotion to a field having wider 
scope for his energy and ability. 


Mr. Sargent announces that Walter E. Rigg, 
of Milwaukee, has been appointed as Omaha 
manager to succeed Mr. Sattem on January 1, 
1929. His territory will embrace eighty-seven 
counties in Nebraska and seven counties in 
Iowa. His office will be in the Electric Build- 
ing in Omaha. 


Mr. Rigg joined the company in June, 1916, 
in its Springfield, Ill., Agency as a district 
manager, and he also served in the St. Louis 
agency in the same capacity, being with the St. 
Louis agency until January, 1926. January 1, 
1926, he was made superintendent of agents in 
the company’s Milwaukee agency, and on Octo- 
ber 1, 1927, was made agency organizer there. 
Mr. Riggs was very successful as a solicitor, 
and was a member of the $125,000 field club 
four times and also a member of the $250,000 
field club four times. His subsequent excellent 
work as superintendent of agents and as agency 
organizer and his energy and ability have made 
him conspicuous in the field, and the company 
places him in Omaha with confidence that his 
fine personal qualities and his business abilities 
will bring a success satisfying to all concerned. 
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Same Rates for Males and Females. 


ly Premium plan. 


Double Indemnity and Monthly Disability Income features for | 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through phone 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 

















TEXAS AND CALIFORNIA 


General Agents Wanted 


We are now busily engaged in assigning 
to capable men General Agency contracts in 
the above states. 


These Contracts are exceptionally liberal 
with non-forfeitable renewals and offer real 
opportunities for permanent and profitable 
connections. 


We write a complete line of Participating, 
Non-Participating, Feature, Juvenile and 
Low Cost Policies. 


This is your opportunity to secure excel- 
lent territory in the fastest growing sections 
of the United States. 


Inquiries treated as strictly confidential 


The Liberty Life Insurance Co. 


Topeka, Kansas 


Charles A. Moore, President 
Edward C. Wills, Superintendent of Agencies 














| “IT ’S A GOOD POLICY” 


MORE NEW POLICIES 


Retirement Income Policies 


(income to the insured) 


LOW COST PREFERRED RISK 
POLICY 


NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights 
of all parties interested 


COMPLETELY REVISED 
PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious 
life underwriter 


WRITE FOR INFORMATION 


























14 


rT Life Insurance Co. 
111 North Broad Street, Philadelphia | 


| iano RE 


























rrrrrr 


EDUCATIONAL SECTION 
& For LIFE INSURANCE “gents 2 


FERS SSS ETES TEES SS OES EET ETT SUT EE TET Te: 





Pe GEST FETT SI SSS SCT T OVE TIT SUP SETUT EUS TEST ESS FEUEE Sts 


pac ereevETer ESET leTe=: 

















An Interview With an Old-Time Agent 


flight and make young again those life in- 

surance agents who were young back in 
the days when William Jennings Bryan was 
crying the theory of 16-to-1 and the cry of 
“Cuba Libre” was heard through the land, and 
they were to start in the business anew, under 
the satne disadvantages of some thirty years 
ago, they would have one hard struggle mak- 
ing a living in competition against the present- 
day trained life insurance agent. 

So believes Arthur D. Murphy, of the Home 
Life of New York, former president of the 
Philadelphia Association of Life Underwriters. 

Murphy started in the game some thirty-two 
years ago under those very same disadvantages. 
He has always taken an active interest in plans 
to lift life insurance to a higher plane, to im- 
prove conditions and to aid in securing the very 
highest type of men for the professica. And 
yet he says that the strides life insurance has 
made in training the present-day agent is rather 
amazing. He points to the life insurance 
courses at Wharton School and other univer- 
sities and to the training courses the companies 
themselves give new agents. 

Philadelphia agents, old-timers in the busi- 
ness, have been amazed in recent months at the 
language their prospects have been taught to 
speak by the new life insurance agent. They 
wonder whether they really know what they are 
talking about and often-times they think of 
taking the course at Wharton School to find 
out just what language the agent of 1928 is 
spreading. 

However, all this is digressing from the story 
of Arthur Murphy. He started out in life to 
be a doctor. 

“I was a junior at Pennsylvania,” he tells, 
“when I had a little argument with my father. 
It was about some money I wanted to take out 
some girls. He told me I didn’t know the 
value of a dollar. And that got my Irish up. 
I told him I was going out and get a job. He 
remarked it would be rather interesting to see 
me earn a dollar. So out I went and got a 
job with Caldwell’s. I wasn’t going to keep 
it but just show my father that I could earn 
a dollar. But Mr. Caldwell took a liking to 
me and everytime I wanted to go back to col- 
lege, he gave me a raise. So I remained there 
for several .years. 

“However, like all youngsters, I wanted to 
be a traveling salesman. I thought it would be 
wonderful to travel around the country and sit 


I‘ Time would only turn backward in its 


By E. S. BANKS 


in hotel lobbies and barbershops and tell funny 
stories. So I went to New York and got the 
job. I was to be a traveling salesman for a 
large wholesale house. Then the panic started 
and I was furloughed. 

“My father, who had invented the check sys- 
tem and agency accounting method for the New 
York Life and which was later adopted by 
other companies, advised me to go into the life 
insurance business while I was on my furlough. 
He said that there was a big future in it and 
that, anyway, I would learn something about 
salesmanship. 

“So there I was, a green, raw youth break- 
ing into the life insurance business. 

“And the training? 

“Well, I came in on Wednesday morning. I 
sat down at the general agent’s office and he 
talked to me for an hour. On Thursday morn- 
ing, I had another hour’s lecture. And on 
Friday, he gave me still another lecture for 
an hour. After the first ten minutes, everything 
he said went clear over my head. 

“My training course of three hours was over 
and they loaded me up with about fifty pounds 
of literature, rate books, fascimile policies, 
dividends they promised to pay, charts, etc. 
And then they sent me out. 

“T was walking along Second street. Why, 
I don’t know. I spied the name of a china- 
ware firm and remembered having met one of 
the members of the firm, whose name was on 
the sign. So in I went. It didn’t take him 
long to discover that I was green in the busi- 
ness and didn’t know very much about it, if I 
So he asked me a question. 
I couldn’t answer it. It may have been covered 
in my three hours’ course. I don’t know. But 
I left him, hurried back to the office and asked 
They answered it 


knew anything. 


them the same question. 
for me. 

“And that was how I learned about the busi- 
ness. When someone would ask me a question 
I couldn’t answer, I’d toddle right back to the 
office and find out the answer. I didn’t wait un- 
til I had three or four questions but I’d hurry 
back after every one. 

“I had been in the business for two weeks 
when I made my first sale. Rather, I fell into 
it. And the commission was $500. ‘This was 
some business,’ I thought to myself, ‘where you 
make $250 a week. It beats being a traveling 
salesman all hollow.’ 

“But that was the last sale I made for a 
long time. It was four months after that be- 
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fore I sold another policy. My commission was 
$25.11 but I earned that money. 

“Tf it hadn’t been for the fact that I didn’t 
have to worry about my board and clothes, the 
life insurance business would have lost me for 
an agent. It was one tough struggle that first 
year. 

“I was always going back to college but the 
Irish in me wouldn’t let me give up life insur- 
ance until I had made good. That streak of 
stubbornness made me stick to it. 

“The chinaware man, the first one I had 
tackled on my first day in the business, was 
never forgotten by me. Once a month, I'd 
make it a point to call to see him. I got into 
the habit of calling on him. I never looked 
for any business. It got to be more of a social 
call. 

“I had been calling on him for three years, 
when one day he said to me: 

“Murphy, I’m ready.’ 

“T hadn’t even thought of getting any busi- 
ness and I didn’t. know what he was talking 
about for a minute. 

“ ‘Ready for what?’ Is asked. 

“And he told me he was ready for life insur- 
ance. So I wrote him. Can you imagine one 
of the present-day agents calling on a prospect 
thirty-six times before getting any business? 

“He had two daughters and he wanted them 
to marry healthy men. So when his daughters’ 
husbands-to-be asked him for their hands, he 
told me to go to see me and that if they passed 
for life insurance, they could marry his daugh- 
ters. 

“Another time, he called me up and asked me 
to come see him. ‘When I arrived, he had 
every male employee lined up in his office. He 
had sold them all the idea of life insurance. 
All that I had to do was to fill in the applica- 
tions. I had sold him life insurance by my 
constant visits. 

“When he thought of life insurance, he 
always thought of me. And I think the great- 
est compliment ever paid me was by one of my 
policyholders who once told an agent of an- 
other company that if he had anything to offer 
in the way of life insurance that he thought 
would interest him, to call and explain it to me. 

“I think part of my success is due to my 
selling confidence in myself so that when my 
policyholders thought of life insurance, they 
also thought of me.” 

Mr. Murphy, although he has been in the 
business for more than thirty years, is still a 
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interest in Group Insurance. 


with this list of prospects. 











JOHN HANCOCK SERIES 


KNOCKING at the AGENT’S DOOR 


Are You Missing Opportunities to Write Group Insurance? 


An agent had written various lines of insurance for several employers. 
Each employer had in his employ a sufficient number of men to warrant an 


The Agent had never mentioned Group to these Policyholders 
He talked things over with our Group experts and made contacts for them 


We did the rest and the agent received full commission for the business. 
The clients. were satisfied and so was the agent. 
Let us tell you how we can do it for you! 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon St., Boston, Mass. 


OVER SIXTY-FIVE YEARS IN BUSINESS 




















young man. Of late he has been specializing 
in partnership insurance. And he has discov- 
ered a virgin field in the many partnerships 
started since the war where the members of 
the firm have been too busy making good’ to 
think about partnership agreements and _ part- 
nership insurance. 

“T had one case,” he said, “where two young 
fellows were in a partnership. One was mar- 
ried and the other was single. The one who 
was single carried $25,000. He thought that 
was sufficient. So I sold a policy to the mar- 
ried partner. The old-time agent would have 
considered the place closed for additional busi- 
ness, 

“But I discovered that they had never made 
any partnership agreement and that if one of 
the partners died, the firm would have a hard 
time buying out the other partner’s interest. So 
I got them together up to the point where they 
were setting a price on their interests. There 
I always drop out of the picture and let them 
decide among themselves at what price they 
value their interests. I sold them each a $100,- 
000 partnership policy and threw in a partner- 
ship agreement for good measure. 

















“Yes, life insurance has changed. If I had 
Stephen M. Babbit 
President 
HUTCHINSON KANSAS 




















to do it all over again, I don’t know if I would 
go through that first year again. But I like 
life insurance and I’m glad I’m in it and that 
I didn’t become a doctor.” 


Guardian Life’s President’s Month 

During October, which was _ designated 
“President’s Month” in honor of the Guardian 
Life Insurance Company’s chief executive, Car] 
Heye, the business written reached the record 
total of $11,689,680. This is a new high mark 
for any single month’s business in the company’s 
history, and represents an increase of more 


than a million dollars over president’s month, 
1927. 

The standard of performance set in October 
for each fieldman was membership in The 
Guardian’s 8-A-Month-100-A-Year Club, and 
the campaign resulted in the qualification of one 
hundred and thirty-six members. Their aver- 
age production was ten applications for a total 
of $37,729. For the entire field force, the av- 
erage was four and a half applications totaling 
$22,863. 

At the outset of the campaign, each Guardian 
representative was furnished a binder contain- 
ing eight applications. The cover of the binder 
bore a target, consisting of seven rings with 
the bulls-eye representing the eighth application. 
As the applications were written, notation was 
made on the arrow piercing each ring. Upon 
completion of the eight arrows, the binder 
cover was mailed in to President Heye as a 
personal report from the fieldman. 


J. R. Keen Is New Harrisburg General 
Agent for Connecticut Mutual 

The Connecticut Mutual Life Insurance 
Company, Hartford, announces that, following 
the resignation of A. Raymond Long as general 
agent at Harrisburg, Penna., it has decided to 
consolidate its Harrisburg and Reading gen- 
eral agencies, the entire territory to be in charge 
of John R. Keen, its present general agent 
Reading, whose headquarters will be trans- 
ferred to Harrisburg where his address will be 
60-62 Union Trust Company building. 





underwriting practices: 


LIMITS INCREASED 


In keeping with its plan of expansion, the Manhattan 
Life announces the following important changes in 


1. Limit on one life, $100,000. 
2. Disability Benefits on $25,000. 


3. $50,000 on one examination. 








THE MANHATTAN LIFE 
INSURANCE COMPANY 


Madison Avenue at 60th Street. 
New York City 
Organized 1850 
Thomas E. Lovejoy, President 
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Successful Woman Underwriter 

This is the story of a young woman who 
had the courage to fight adversity and the re- 
sourcefulness to overcome it. 

Prior to 1925, Mrs. Ruth B. Mitchell of St. 
Paul was the wife of a bank president. The 
couple were the parents of three small children 
and were intensely happy. 

Suddenly, however, came trouble. The bank 
failed and hundreds of depositors were faced 
with the loss of their lifetime savings. Mr. 
Mitchell, from his own pocket, paid these 


farm owners, students, merchants and similar 
occupations. It retains all the features of the 
other company contracts and the cash, paid-up 
and extended insurance values are the same in 
amount as for the regular whole life policy. 


The Sun Life of America is the only non-par- 
ticipating company to pay voluntary dividends 
on non-participating ordinary insurance. Its 
practice at present is to pay these dividends 
every fifth year. 
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THIS MAN HAS A 






fo GOOD |INCOME_YET HE LIVES UP TO 
IT~ WHEN HE DIES THE MORTGAGE 
WILL GET HIS HOME AND WHAT WILL 


BECOME OF HIS FAMILY 2 


losses, but in doing so, left his own family in 
severe financial straits. 

But the Mitchell’s were not dismayed, espe- 
cially Mrs. Mitchell. Early in the spring of 
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1925, she went to the office of C. M. Brown, 
general agent for the Aétna Life Insurance 
Company at St. Paul, and joined his organiza- 
tion. 

Her talent asserted itself immediately. She 
wrote her first application in May, 1925, and 
since then has written more than $2,000,000 of 
regular life insurance and an equal amount of 
group insurance. 

When reports for September of this year had 
reached the home office of the A*tna Life In- 
surance Company, it was learned that Mrs. 
Mitchell was surpassed in production for the 
month by only three other members of the 
company’s entire field organization. During 
September, she produced $125,000 of new paid 
business. 


Phoenix Mutual’s Gains 


Figures on new life insurance issued in Oc- 
tober, 1928, just made public by the Phcenix 
Mutual Life Insurance Company, show that 
month to have exceeded by fully 30 per cent 
any October in the 77 years of the company’s 
existence. New protection to the amount of 
$8,000,000 was issued, an excess of 33% per 
cent over October, 1927. 


New Policy of Sun Life of Baltimore 


The Sun Life Insurance Company of Amer- 
ica announces that it is now issuing a new pre- 
ferred risk policy in units of $5000 on the 
whole life basis. This is for super-standard 
risks, ages 20 to 60, such as professional men, 
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How They Get Good Business Selling to 
Newcomers 


By Frank H. WitiaAMs 


that just about the only really good 

prospects for the average life insurance 
agent are those people who have been residents 
of his town for some litle time. It is such peo- 
ple that haye established earning powers, that 
have their‘expenses fixed at definite figures and 
who, therefore, know how much they can 
afford to spend for life insurance and it is such 
people who have the best prospects for the fu- 
ture. voce ne - 

But though this is unquestionably the case 
in many instances;it is» also a~fact that there 
are some enterprising life insurance agents 
who make a splendid thing of selling to new- 
comers in their towns and it will, no doubt, be 
interesting and worth while to consider some 
of the ways and means whereby they are able 
to do so. 

Here, then, are some of the things said about 
this thing of selling to newcomers by various 
life insurance salesmen who have achieved con- 
siderable success in this rather unusual line of 
selling : 

“T never did anything much in selling to 
newcomers in town until about two years ago,” 
said an older life insurance salesman recently, 
“but at that time when I was looking through 


A T first thought it would be considered 














Full Coverage 
For $1.00 a Month 











Our Big Dollar Policy gives full cover- 


age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
includes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 


cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 

offered anywhere, and affords exceptional 

opportunities for wide-awake agents. 
Write for territory to 
Agency Superintendent 


Illinois Bankers Life. Association 


Monmouth, Illinois 





the local paper one night I noticed that the 
Chamber of Commerce had an item stating that 
it had sent a welcome to the following named 
persons who had just arrived in the city. Then 
followed “a list of the. newcomers with their 
local addresses and with the names of the places 
from which they had come. 

“I was much interested and I was curious 
to find out where the Chamber of Commerce 
got these names and addresses so I went to the 
secretary and questioned him about it. The 
matten was simple enough—he’d gotten the 
names from the local water works department 
and from the local gas company. These folks, 
in turn, had secured the names when arrang- 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions ot 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 





Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 
More Than a Billion and a Half 


of Insurance in Force 
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ing to give water and gas service to the new- 
comers. 

“Well, it struck me that it would be worth 
while for me to solicit these newcomers for 
business and so I arranged with the secretary 
of the Chamber of Commerce to get a copy 
of the list from him each week before he gave 
it to the local newspapers—or, rather, at the 
same time he gave it to the newspapers. This 
made it sure that I got the list before it got 
into the papers and so gave me a start on any 
other life insurance salesmen who might have 
the same sales idea and who might figure on 
using the lists as they appeared in the news- 
paper. 

“Then I went to those people named on the 
lists whose local addresses were in the most 
promising residential sections of the city and 
to all these newcomers I put up this sort of a 
sales talk: 

“*You've just moved here and have moved 
about considerably in doing so. You're lucky 
not to have been killed in the traffic or on the 
trains the way so many people are constantly 
losing their lives nowadays. No doubt, too, you 
will be moving around more from now on than 
formerly—thus putting your life in danger more 
than ever before. Under these circumstances 
this is certainly a mighty important time for 
you to secure more life insurance, isn’t it?’ 

“This line of talk, I found, made the folks 
sit up and take notice and I put across at least 
two good sales as the result of my first calle 
and first use of this sort of an argument. 

“Ever since then I’ve been doing this same 
thing of calling on these newcomers and I have 








Peoples 
Life 
Insurance 
Company 


Frankfort Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- || 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS ,TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char- 
acter and ability. Address the Com- 
pany. 
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used the same sales talk with them and I’ve 
gotten quite a lot of business as the result.” 

Another slant on the matter was given by a 
younger life insurance salesman in this way: 

“I know what some of the other life insur- 
ance agents in this city say about the new- 
comers who arrive in this city from time to 
time—they say such folks are the dissatisfied 
folks who are constantly moving and who never 
stay long enough ina place to accumulate any- 
thing. And they say that for this reason such 
folks are mighty poor prospects for the agent 
who wants to sell life insurance. 

“But I find that not all newcomers can be 
put in this class of fly-by-night folks. All the 
time there are some very high-class people com- 
ing to this city for various reasons—generally 
business reasons. There are new branch man- 
agers coming and here and there are men com- 
ing in to take advantage of the local business 
opportunities and there are various good jobs in 
our local factories which are constantly bring- 
ing mighty good people to town all the time. 

“I find out who the best of the newcomers 
are by constantly watching the local newspapers 
closely. I find that the newspapers generally 
print little items about the important new 
people who come to town—those folks, for in- 
stance, who are starting in business here or who 
assume important positions at the local plants. 
And so on. 

“Then as soon as I see a notice of some 
such person taking up his residence in our 
town I go to him and suggest to him that he 
buy life insurance from me. 


ts. 


such an agency. 








“In practically every instance where I do so 
the thing you’d expect to happen does happen 
—namely, the prospect tells me that he has 
been under such big expense in moving that 
he simply hasn’t any money left with which to 
buy more life insurance. Perhaps, later on, 
he may be in a position to buy some from me 
but not right now. 

“But I never let that sort of an objection 
stop me. 

“‘T know how you feel about it,’ I say to 
the prospect, ‘but I’m sure you'll want to look 
at the whole thing from the angle of good 
business—the sort of good business that will 
help you and your family to get ahead. Now 
you’ve made a drastic change in your life be- 
cause you feel it is good business to do so. You 


Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
Address 


Exclusive, care of THE SPECTATOR 











expect to get farther ahead in a shorter length 
of time by reason of coming here to this city 
and getting in this business instead of staying 
in your old town in the business in which you 
were engaged there. 

“‘Naturally you want to safeguard your 
move as much as possible. You want to make 
just as sure as you can that your move will 
be successful in accomplishing the things you 
want it to accomplish. 

“Under the circumstances you must figure, 
for the time at least, on extra heavy expenses 
for moving and all that sort of thing. And you 
should figure on extra expenses for safeguard- 
ing purposes. The more money you save right 
now the more certain it will be that you will 
get the success you want to get. 
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| oe INSURANCE is no place to gamble. Yet its con- 


tracts oftentimes are left thoughtlessly at the mercy 
of a freakish “throw” of Life’s dice. 


Are disability and old age provided for, as well as 


No Place 
for 


Gambling 





death? — Are all the advantages accruing to a named 
beneficiary extended to a secondary or “contingent” 
beneficiary? — Will surviving partners draw the full 
benefits contemplated, from the “business” policy at the 
time of its settlement? 


INDIANAPOLIS 


Old Line Legal Reserve 


Guardian representatives are well-trained, 

thorough, and sincere,—fully equipped to 

keep all possible “gambles” out of the 
contracts they place. 


| THE GUARDIAN Lire INSURANCE CoMPANY 


HERBERT M. WOOLLEN of AMERICA 


“The Company that Guards and Serves” 
PRESIDENT | 








Established 1899 
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“‘And what better way in the world is there 
for you to save money than by putting it into 
life insurance right now? In this way you will 
be making sure of getting farther ahead all 
the time and, also, you will make sure that if 
anything unforseen should happen and you 
should be taken and your wife and family faced 
with the necessity of going back to your old 
town, there would be plenty of money available 
for doing so. 

“ “Now when you’ve made such a great change 
in your life—when you're stirred up to greater 
effort—is the right time to make the additional 
effort needed to get the extra life insurance you 
should have.’ 

“That’s a pretty strong line of talk and it 
makes a deep impression on the majority of 
the newcomers to whom I present it with the 
result that I get a considerable volume of 
business from them.” 

And, no doubt, there are other enterprising 
life insurance salesmen who would also sell to 
newcomers in this same way. 


Indianapolis Actuaries Meet 

The greatly increasing prominence of life 
incomes for beneficiaries and of various forms 
of retirement annuities was the subject at the 
next session of the Indianapolis Actuarial Club, 
dn November 20. 

Miss Helen L. Clark, assistant actuary of 
the American Central Life Insurance Company, 
led the discussion. 


Life Underwriters Plan for Thrift Week 


The interest of life insurance in the National 
Thrift Week movement in January, 1929, shows 
every indication of being as great as in the past 
few years. The week will come from Janu- 
ary 17 to 23 and will carry two ifems of special 
interest to companies and underwriters. The 
first, National Life Insurance Day, January 19, 
has always resulted in large publicity for life 
insurance throughout the country. The second 
is a new feature, National Make a Will Day, 
January 22, which is linked up with life insur- 
ance trusts. 

Because of the increasing interest on the 
part of trust companies in the life insurance 
trust and the corporate trustee, financial adver- 
tisers are now showing new interest in Make 
a Will Day. Preston E. Reed, secretary of the 
Financial Advertising Association, reports 
lively inquiry at their headquarters regarding 
National Thrift Week and the bulletins of this 
association will carry feature stories, tied up 
with life insurance, to keep its members in- 
formed. 

From the Insurance Advertising Conference, 
the National Thrift Committee has received the 
assurance of President C. E. Rickerd that a 
special bulletin will be sent out to ali members 
of the conference calling attention to the op- 
portunity afforded life underwriters by National 
Thrift Week. 

Graham C. Wells, who was the chairman of 
the life insurance end of the thrift movement 
a few years ago, looks with optimism on the 
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results that may be obtained in 1929. He says: 
“Such a national movement carries the life in- 
surance thrift story in connection with other 
thrift stories to a vast multitude of people. 
Many of these people do not ordinarily look 
upon life insurance from a thrift angle. And 
through new channels we are given an oppor- 
tunity to associate ourselves with important new 
interests, helping both them and ourselves. We 
have by no means a monopoly on the thrift 
theme to the public but we are one of the best 
organized thrift agencies. 

“T feel certain that if we display our usual 
energy and resourcefulness we will take early 
and effective steps to line up every life insur- 
ance company and life underwriter in the coun- 
try in an aggressive thrift campaign.” 

The first life underwriters association to be 
heard from by the National Thrift Committee 
was the Texas Association of Life Under- 
writers of Dallas, Texas. H. D. St. John, pres- 
ident of this association, says: 

“The Life Underwriters Associations of 
Texas are about to inaugurate Life Insurance 
Day in Texas. In line with the program of 
National Thrift. Week, we are going to cele- 
brate it January 19. 

“We have eleven active associations in Texas. 
We are appointing a committee of two under- 
writers in each of these associations, also some 
prominent underwriters in other towns where 
we do not have such organizations, and we are 
going to make a loud noise that the people of 
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Texas will know that they are celebrating Texas 
Life Insurance Day on January 19. We are 
preparing to have talks made by prominent un- 
derwriters at Rotary, Lyons, Kiwanis and 
other social and business clubs that day or dur- 
ing National Thrift Week. 

“At the State Convention of Life Under- 
writers held at Austin recently, a resolution 
was presented and passed authorizing State of- 
ficers to take steps to inaugurate Life Insurance 
Day, January 19. If it is going to be possible 
for your thrift committee to secure a proc- 
lamation fror~ the Governor of Texas, we 
would like to tie into that also with our Texas 
Life Insurance Day. 

“We will appreciate any co-operation possible 
for you to extend us in the inaugurating of 
life insurance day in connection with thrift 
week,” 


American Provident Life Appointment 


James Cravens, president of the American 
Provident Life Insurance Company, Houston, 
has announced the appointment of Burns E. 
Derflinger as manager of agencies. Mr. Der- 
flinger’s first connection with life insurance was 
with the Shenandoah Life Insurance Company, 
Roanoke, Va. Later he managed the Philadel- 
phia office agency of the Philadelphia Life In- 
surance Company and has been manager of the 
Philadelphia agency of the Manhattan Life In- 
surance Company. Price K. Johnson will con- 
tinue as assistant secretary of the American 
Provident Life. 


Insurance Society to Give Courses in Life 
- Insurance 

Two courses in life insurance will be given 
this year under the auspices of the Insurance 
Society of New York. The junior, or first 
year course, was inaugurated last Tuesday and 
the lecture was held at 85 John street, sec- 
ond floor, at 5 o'clock. The intermediate, or 
second year course, was begun November 
13, at the same place, at 5 o'clock, the subject 
being “Reserve and Surrender Values” and the 
speaker Joseph B. Maclean, assistant actuary, 
Mutual Life Insurance Company. Other lec- 
turers in the two course will be Dr. C. B. 
Piper, medical director, Guardian Life Insur- 
ance Company; Arthur Hunter, second vice- 
president and chief actuary, New York Life In- 
surance Company; John M. Laird, vice-presi- 
dent, Connecticut General Life Insurance Com- 
pany; R. D. Murphy, second vice-president and 
associate actuary, Equitable Life Assurance So- 
ciety; John S. Thompson, vice-president and 
mathematician, Mutual Benefit Life Insurance 
Company; Frank S. Shailer, F.A.S., Equitable 
Life Assurance Society ; Charles G. Taylor, as- 
sistant manager and actuary, Association of 
Life Insurance Presidents; F. Bruce Gehard, 
actuary, Department of Banking and Insur- 
ance, Trenton, N. J.; William M. Strong, asso- 
ciate actuary, Mutual Life Insurance Company, 
and James D. Craig, actuary, Metropolitan Life 
Insurance Company. 
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Life Insurance Trust Agreement 

The American Bankers Association, Trust 
Company Division, has gotten out a specimen 
form of unfunded life insurance trust agree- 
ment. This is designed to assist life underwrit- 
ers and their clients and prospects in establish- 
ing life insurance trusts for the benefit of their 
heirs. In addition to the form of trust agree- 
ment, the Association sets forth some purposes 
for which trusts are created. They are estab- 
lished for providing funds for the following 
purposes, among others: income for wife and 
family; children’s school, college or special 
education; starting a son in business at some 
future date; giving a daughter an independent 
income; protection of wife or relative against 
dissipation of estate; income for invalid or in- 
sane relatives; relief for elderly or weaithy peo- 
ple from detail (by means of a living trust) ; 
bequests for colleges, hospitals, religious insti- 
tutions, etc.; the maintenance of life insurance 
(by means of a funded life insurance trust) ; 
the acquirement of a fixed estate in a given 
period of time (cumulative estate method) ; 
payment of taxes and estate management costs; 
a fund which may be borrowed against to pre- 
vent a forced sale of securities in an estate; an 
emergency fund; liquidation of stock in cor- 
porations; insuring continuity of a business Ly 
strengthening credit; retirement of a mortgage; 
the management of real estate; the care of 
property at a distant point; liquidation of a 
partnership interest. 
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LONDON GUARANTEE & ACCIDENT CO., LTD. 
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C. M. Berger, United States Manager 
E. W. Lang, Resident Manager, 90 Maiden Lane, New York 











THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
omen in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
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EDUCATION 


is the foundation of success in Life Under- 
writing. Appreciating this fact, ATLANTIC Lire of Rich- 
mond, Virginia, encourages its representatives to prepare 
for the examinations for Chartered Life Underwriter, and 
will present twenty-five dollars ($25.00) to every Atlan- 
tic representative who secures this professional degree. 


Another Atlantic Advantage! 

















Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 
Among the new articles in this edition are those upon 


IVY POISONING HERNIA 

CARBON MONOXIDE SEMILUNAR CARTILAGES 
POISONING SLEEPING SICKNESS 

WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 

SUNBURN ORCHITIS 

GOITRE HEMORRHOIDS 

CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS PROMINENT SIGNS AND 
SYMPTOMS 


INFORMATION 
PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY BUT 
NON-HOUSE CONFINEMENT 


TOTAL DISABILITY IRRE- 


TOTAL DISABILITY 
PARTIAL DISABILITY 
PROGNOSIS 





ADJUSTMENT SPECTIVE OF HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION III 


This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
h fi t exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 


THe ApysusTER’s MANDAL is invaluable to those settling Acci- 
dent and Health Claims. 
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BUREAU TAKES ACTION 





Western Body’s Executive Commit- 
tee Assumes National Liberty 
Resignation 





STATEMENT ON SINGLE ORGANIZA- 
TION 





Participation in Bureau Affairs to Be Cared 
for by Other Companies 


Cuicaco, Itt., November 19—In no uncer- 
tain terms the members of the executive com- 
mittee of the Western Insurance Bureau last 
week served notice that their organization 
would continue unchanged and that there was 
no foundation for the rumors that the Home 
Fire-National Liberty deal was the forerunner 
of its ultimate amalgamation with the (West- 
ern) Union. 

The committee construed the action of the 
National Liberty and its associate companies 
with the Home, one of the largest of the 
Union companies, as tantamount to a resig- 
nation and it was unanimously accepted as such. 
C. H. Coates, executive of the National Lib- 
erty, was the only member of the executive 
committee who did not attend the meeting con- 
sidering the subject. 


It also was emphatically denied that the 
Crum and Forster companies were considering 
deserting the Bureau and affiliating with the 
Union. The Bureau members adopted a reso- 
lution pledging the members to shoulder the 
share of expense and participation in bureau 
affairs of the National Liberty and any other 
company which might choose to resign. <A let- 
ter to Bureau agents to this effect was sent out 
by the members. 


The following statement was issued: 


The affiliation of the Home and the National 
Liberty group brings afresh the intimation 
heretofore oftimes repeated, that there may be 
only one organization in the Middle West. This 
is clearly propaganda, and equally as clearly 
implies that the Western Insurance Bureau will 
cease to function and that the companies affi- 
liated with it will thereafter be affiliated with 
the Union. Such statements are entirely un- 
warranted and without foundation. 

It is the unanimous opinion and sincere con- 
viction of this committee that no other com- 
pany will change its affiliation. However, 
should any company see fit so to do, those re- 
maining pledge themselves to take the percent- 
age of participation in Bureau activities of 
any company that might leave. The Western 
Insurance Bureau holds an essential position in 
Middle West underwriting circles, and is a vital 
element in the various matters relating to the 
business in this territory. 


Its dissolution is unthinkable. We definitely 


and unqualifiedly state that there is not the 
slightest thought or possibility of discontinuing 
the Bureau, but to the contrary, it will continue 
to function as heretofore as a highly important 
factor in the ‘Middle West, and will go forward 
with full and unabated vigor. 


IS SECRETARY OF FIRE COMPANY OF 
CHICAGO 
S. M. Buck Forms Nucleus of New Com- 
pany’s Executive Staff 

As one of the first steps toward rounding 
out an experienced underwriting personnel in 
preparation for beginning underwriting opera- 
tions soon after the first of the year, the direc- 
tors of the Fire Insurance Company of Chicago 
have elected S. M. Buck secretary. 

With many years of experience in the fire 
insurance business, that includes home office as 
as well as field activties, Mr. Buck will form 
the nucleus of an organiaztion which will have 
represented in it some of the outstanding fire 
insurance men of the Middle West, with whom 
the directors are now negotiating. 

Mr. Buck has been Western manager in Chi- 
cago for the Transcontinental Insurance Com- 
pany, of New York, since 1925, and previously 
was at the home office of the National Fire of 
Hartford, with which the management of the 
Transcontinental is allied. Prior to that he 
had extensive experience in the Southwestern 
agency field. He is looked upon as a strong ac- 
quisition to the new institution, organization of 
which, according to the directors, is progressing 
at a satisfactory pace. The company will be 
capitalized at $2,000,000 and stock is being sold 
to create a surplus of $3,000,000. 

A majority of the stock has been disposed 
of to Chicago interests as it is the aim of the 
directors—all leading Chicago business men— 
to have the stock as widely represented in that 
city and the Middle West as is possible. Ac- 
cordingly plans are being made to extend oper- 
ations into the down-State Illinois field, and in- 
to adjacent States. With President and General 
Manager Harold W. Letton, and Darby A. Day 
one of the principal stockholders and directors 
having assumed charge, the sales organization 
is being increased and a determined effort made 
to have the company ready to do business on or 
about January 1. 


Chicago Agents Act 
(Concluded from page 3) 
maximum. It is freely admitted that the maxi- 
mum now paid in Chicago is considerably more 
than 35 per cent. 

The board’s plan also provides that office 
brokers must pay for their office space and 
stenographer hire or accept lower commissions 
and that the class two agents must pay annual 
registration fees of $10. These two provisions 
were made so that the classes two and three 
should be equal, as equivalent commissions for 
each class are provided. 

The board had before it but did not take 
action upon amendments to its by-laws which 
make them conform to the new plan, but this 
will be submitted later. The ten days’ notice 
had not been given for action at the special 
meeting. 
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SUPERINTENDENT’S NEW 
POST 





James A. Beha to Be Chairman of In- 
ternational Germanic Trust 





HAS HAD DISTINGUISHED CAREER 





New York State Department Head Has 
Initiated Many Important Movements 

THE Spectator of last week announced the 
probable resignation of James A. Beha as in- 
surance superintendent of New York State and 
stated that it seemed definitely established that 
he would leave the insurance field as such, 
although in his new connection the insurance in- 
terest would not be eliminated. It was for- 
mally announced on Friday that Mr. Beha had 
resigned to become active chairman of the di- 
rectors of the International Germanic Trust 
Company of New York. He began his new 
duties last Tuesday and will devote his entire 
time to this company of which he has been a 
director since its organization in 1927. He 
has also been elected a director of the Inter- 
national Germanic Company, Ltd. 

Mr. Beha was born in Lewis County in north- 
ern New York. He taught school in New 
York city and studied law at the New York 
Law School, being graduated therefrom in 1907 
with the degree of bachelor of law, and was 
admitted to the bar that same year and entered 
general practice. He became widely known for 
his trial work, surrogates and corporation prac- 
tice. He was appointed insurance superintend- 
ent by Governor Smith in 1924. In 1927 he re- 
ceived the honorary degree of doctor of laws 
from Manhattan College. He is a member oi 
the Bar Association of the City of New York, 
the New York State Bar Association, the 
Lawyers Club, the New York Athletic Club, 
the Manhattan Club, the Liederkranz Society 
and the Steuben Society in addition to various 
other social and fraternal organizations. 

Mr. Beha had a distinguished career as super- 
intendent of insurance of New York State. 
His accomplishments were many and earned him 
international recognition. The broadening of 
the investment law for fire and casualty com- 
panies so that their surplus without limitation 
may be invested in the stock of other insur- 
ance companies is due to his direction. The 
economic and successful liquidation of many 
foreign and domestic insurance companies, in- 
cluding United States branches of the Norske 
Lloyd Insurance Co., Ltd., of Oslo; the City 
Equitable Insurance Co., Ltd., of London and 
five Russian insurance companies, all of which 
after the payment of every American claim, 
showed large surpluses to be remitted to the 
home countries, was another outstanding fea- 
ture of his administration. He also brought 
about the broadening of the investment laws re- 
garding life insurance companies to include 
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NOW ISSUED IN ONE VOLUME 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 


Secretary and General Counsel of the Insurance Institute of Southern California 
Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 


ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover, or in flexible imitation black leather 


This affords a great opportunity for those interested 
in fire insurance to obtain 
A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 22—Fall of Building Clause 
2—Insurable Interest 23—Negligence 
3—Public Relations 24—Cancellation 
4—State Regulation or The Police Power 25—Risks and Causes of Losses 
5—Cooperation and State Supervision 26—Requirements in Case of Loss 
6—Co-Insurance 27—Ascertainment and Amount of Loss—Ap- 
7—Valued Policies praisal 
8—Professionalizing the Fire Insurance Busi- 28—Options of Company in Case of Loss 
ness 29—Apportionment of Loss—Pro Rata Lia- 
9—Construction and Operation of the Policy- bility 
Contract 30—Loss—When Payable—Non-Waiver by Ap- 
10—The Fire Insurance Rate praisal or Examination 
11—Fire Insurance Reserve 31—Adjustments 
12—-Agency and Brokerage 32—Subrogation 
13—Premiums 33—Insurer’s Liability 
14—Fire Prevention 34—Mortgagee Interests 
15—Waiver and Estoppel 35—Earthquake Clauses 


— Mi tati missions—Rents and Leaseholds 
ip eeennnbetens 37—Floating, Excess and General Cover Con- 


18—Warranties aneiiiee 

19—Matters Voiding Policy 38—Miscellaneous Forms 
20—Matters Suspending Insurance 39—Endorsements 
21—Chattel Mortgage Clause 40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be’ found of genuine service by executives, underwriters, adjusters, general, 


special and local agents; insurance brokers, lawyers and the public. 
In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In either Buckram or Imitation Leather binding 


Price, $12.50 


The Lectures and Index in 41 separate pamphlets, $10 for the complete set; 50c per single copy 
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bankers’ acceptances, guaranteed and preferred 
stocks. During his term the powers of fire, 
casualty and marine insurance companies were 
broadened so as to meet foreign competition. 

The basis of taxation on ocean and marine 
insurance from a premium tax to a profit tax 
was brought about and other accomplishments 
were the elimination of waste by non-taken poli- 
cies by the establishment of a central bureau 
covering both the fire and casualty business; 
elimination of waste in acquisition by controlling 
the acquisition cost in the casualty field, thus 
bringout about great savings to the insurance 
companies and making their business more prof- 
itable and also lowering the cost of insurance 
to the public. 

He brought about the establishment of pen- 
sion systems for officers and employees of do- 
mestic life insurance companies and the enact- 
ment of a pension law permitting the establish- 
ment of independent pension systems under the 
control of employers and employees and super- 
vised by the insurance department. 


JOINS GERMANIC FIRE 
Harry A. Grant Made Vice-President in 
Charge of Automobile and Inland 
Marine 

The organization committee of the Germanic 
Fire Insurance Company has named Harry A. 
Grant to be vice-president in charge of automo- 
bile and inland marine departments. Mr. Grant 
is widely known in local and national insurance 
circles, having started his career in the busi- 
ness in his father’s agency at Athens, Ga., fol- 
lowing his graduation from college. At one 
time he was in the automobile business as 
secretary-treasurer of the Dula Motor Com- 
pany, Buick distributors of Ricamond, Va., sub- 
sequently becoming a special agent for the 
“America Fore” Group of insurance companies 
and later manager of the automobile depart- 
ment of this group of companies. Up to the 
present he has been assistant secretary of the 
National Liberty Group of companies in charge 
of automobile and inland marine departments. 

Since re-entering the insurance business Mr. 
Grant has been associated with Norman T. 
Robertson both in the “America Fore” and 
National Liberty groups. Mr. Robertson re- 
cently resigned as vice-president of the National 
Liberty to become president and general man- 
ager of the Germanic Fire Insurance Company. 


Death of C. A. J. Walker 
Charles A. J. Walker, president of the Mu- 
tual Fire Insurance Company, Covington, Ky., 
died at his home in Fort Mitchell, Ky., last 
week. Mr. Walker was also widely known as 
a prominent attorney and for his charitable 
work. He was 60 years of age. 


IS PUBLICITY HEAD 
F. Sidney Holt to Succeed George E. Crobsy 
With Etna Insurance Company 

The Etna Insurance Company, of the tna 
fire group, through its president, Ralph B. 
Ives, has announced the appointment of F. 
Sidney Holt as superintendent of publicity for 
the parent company and the companies associ- 
ated with it, The World Fire and Marine In- 
surance Company and the Century Indemnity. 
He will succeed the late George E. Crosby. 

Mr. Holt is a native of San Francisco; spent 
four years in the California Military Academy, 
a college preparatory school and four years in 
the University of Southern California. During 
the World War he served in the Coast Artil- 





F. Sipney Hott 


lery Corps. Mr. Holt gained his first news- 
paper and advertising experience on publications 
in Calfornia and the Pacific Northwest; he also 
served on the editorial staffs of the Brooklyn 
Daily Eagle and the old New York Sun. He 
came to Hartford in 1923 from the general 
headquarters of the Associated Press in New 
York city where for nearly six years he had 
served as a city, a telegraph and a foreign de- 
partment editor, also as editor of the Service 
Bulletin, the house publication of the Associated 
Press. Having been engaged in newspaper and 
publicity work for sixteen years, the last five 
of which were spent in the publicity department 
of the A£tna Life Insurance Company and the 
fire and casualty companies affiliated with it, in 
the capacity of general press representative and 
as editor of the companies’ publication, Mr. 
Holt comes to the Aétna fire group with an 
experience in newspaper, publicity and insur- 
ance work that is unusually valuable. 


FIRE INSURANCE LAWS, TAXES AND 
FEES 
1928-1929 Edition Covers New Laws and 
Amendments of the Current Year 

The 1928-1929 edition, which is the 28th an- 
nual volume, of Fire Insurance Laws, Taxes and 
Fees, which covers the requirements in the 
various States as to over forty classified sub- 
jects, has just been isued by The Spectator 
Company, and includes changes due to the leg- 
islation of the year 1928. 

This book is without doubt the most complete 
and convenient reference work pertaining to 
the legal requirements of fire insurance compa- 
nies and agents in the various States and terri- 
tories of the United States, and in the Domin- 
ion of Canada and its Provinces, and in Cuba. 
It is designed not only for the needs of com- 
pany managers, but for the daily use and guid- 
ance of general and special agents as well. It 
is the first and only publication covering county 
and municipal taxes and fees relating to fire 
insurance throughout the country. 

In this excellent reference work, the ordi- 
nary provisions of the law are digested, but 
sections relating to topics treated and which 
appear ambiguous or liable to misinterpretation 
or misconstruction are quoted verbatim. The 
information given under each State’s name is 
divided into four portions carrying the follow- 
ing heads: State Requirements; Calendar; 
County Taxes and Fees; Municipal Taxes and 
Fees. 

Under the heading of State Requirements the 
following data are given: Adjusters’ Licenses; 
Agents Defined; Agents’ Licenses; Annual 
Statements; Anti-Coinsurance; Anti-Compact ; 
Anti-Discrimination; Attorney; Cancellation 
of Policy; Capital Required; Commission Lim- 
itation; Commissions to Non-Residents; De- 
posits Required; Domestic Companies; Exami- 
nations; Fees; Fire Department Tax; Fire 
Marshal; Foreign Companies’ Home Office 
Statements; Impairment; Investments Pre- 
scribed; Licensed Brokers; Limit on a Single 
Risk; Lloyds; Marine Insurance Requirements ; 
Miscellaneous; Mutual Companies; Non-Resi- 
dent Agents or Brokers; Preliminary Docu- 
ments; Publication; Qualifications of Agents 
and Brokers; Rate Schedules to be Filed; 
Reciprocal Insurance; Reciprocal Law; Rein- 
surance; Reinsurance JReserve; Resident 
Agents; Semi-Annual Statements; Standard 
Policy; Taxes; Tax Statements; Valued Pol- 
icy. 

Under the heading Calendar, the principal 
statutory requirements are summarized in 
chronological order. 

Counties and municipalities levying taxes and 
fees are listed alphabetically, with amounts or 
percentages. 
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Special indexes embrace lists of the States 
and territories having various classes of laws, 
arranged under appropriate headings so that 
the reader can tell at a glance whether or not 
any particular State has a statute of the char- 
acter described by a specific heading. This 
arrangement also enables the user to quickly 
locate the page upon which further informa- 
tion may be found. In the body of the book 
the data relating to each State, respectively, are 
kept together, and the whole work is completely 
indexed. The book contains 656 pages, em- 
bodying the results of an enormous amount of 
careful research, and is of great value to all 
fire insurance companies and men having to 
do with legal and tax requirements. The book 
is handsomely and substantially bound in buck- 
ram, and sells at $25 per copy, with discount on 
orders for 12 or more copies. 


PHILADELPHIA AGENTS WANT FUR- 
THER CONCESSIONS 

Effort to Reach Agreement Fails as Agents 
Continue Committee 

PHILADELPHIA, PENNA., Nov. 20.—Although 
the utmost secrecy prevails regarding the meet- 
ing of Philadelphia agents called to act on the 
report of the committee of seven, appointed for 
the purpose of conferring with the companies’ 
committee to attempt to solve the problems 
confronting the business in Philadelphia, enough 
ot the outcome is known to dash all hopes for 
an early settlement of differences and the sign- 
ing of a new agency agreement. 

As near as can be learned, the agents ac- 
cepted the committee’s report as one of progress 
only and moved that the committee is to hold 
additional conferences with the companies’ com- 
mittee with the object of obtaining further 
concessions. 

The agents did not agree to accept as of any 
fixed date a revised scale of commissions. It 
is said that the commission scale offered by the 
companies and which the committee of seven is 
said to have accepted called for the re-estab- 
lishment of the old commission scale of 35 per 
cent. It is understood that the agents will re- 
fuse to make any change in the commission 
scale before January 1. 

In view of the concessions already made by 
the E. U. A. committee the inability to reach 
an agreement will undoubtedly prove discourag- 
ing to the companies who feel that they had 
made all concessions that can be reasonably 
asked of them in the interests of harmony. 

Reports published in Philadelphia declaring 
that the only controversy still existing between 
the agents and the companies is over the exis- 
tence of the so-called “service” offices are denied 
by both company men and agents. This “ser- 
vice” office questions was one of the first con- 
cessions made by the companies and in reality 
it refers to the request of the agents that branch 
offices discontinue policy writing. 


Rumor of Big Merger Denied by Insurance 
Company of North America 
PHILADELPHIA, Penna., Nov. 20.—As this is 
written, rumors are flying around Philadelphia 
concerning the Insurance Company of North 


Automatic Sprinklers Strong Magnet in Any 
Agent’s Service to Property Owners 


“Fireproof—Sleep in Safety!” 

This is the slogan under which a chain of 
nine hotels throughout Wisconsin has achieved 
tremendous success and popularity under the 
direction of Walter Schroeder; and Mr. 
Schroeder, in addition to being a relentless foe 
of fire and a hotel man of the first flight, has 
built up in Milwaukee a general insurance 
agency which transacts more business than any 
other in Wisconsin. 

Among the things said by Mr. Schroeder 
when a newspaperman questioned him about 
the success of the agency: 

“The insurance agent who wants and expects 
to get ahead these days must give the public 
something more than a policy in return for 
premiums. You must earn a man’s insurance 
patronage; you can’t expect to forever take his 
premiums without giving him something more 
than a piece of paper. The policies you sell 
him are worth the price, to be sure; but don’t 
forget that there are a dozen other agents in 
any city who can give him policies equally as 
good. It takes something overand above 
sound protection to bring the insuring public 
into your office in preference to somebody else’s. 

“There are a hundred and one ways in which 
an agent can serve the assured in such fashion 
as to hold him as a client for life. Each man 
must figure the means at his disposal and cap- 
italize as best he can on what he has to offer.” 

At the disposal of agents everywhere, and 
one of the strongest strings they can have in 
their service bow, is the counsel and coopera- 











America as a result of the big increase in the 
company’s stock quotations within the past two 
days. After sticking around 82 for several 
weeks, the North America stock suddenly shot 
up six points yesterday to be followed by a three- 
point rise today. 

Officials of the company denied that the North 
America is planning to make any move that 
might cause the stock to go up. They assert that 
the company is not contemplating any special ac- 
tion and declare that the only reason they can 
give for the stock jumping is the speculative 
condition of the stock market and they point out 
that last year, speculation drove the price of the 
stock up to above 100. This theory is some- 
what borne out by the fact that 2500 shares were 
sold today. 


Charles F. Thomas Is Union Secretary 

Cuicaco, Int., Nov. 20.—Election of Charles 
F. Thomas, assistant Western manager of the 
ZEtna Fire, to be secretary of the governing 
committee of the (Western) Union and of H. 
W. Chesley to be assistant secretary of the 
same body, was announced Tuesday by F. P. 
Hamilton, its chairman. 

The two men will assume their duties on 
January 1 and Mr. Thomas resigns from the 
Etna as of that date. 


26 


tion of experts who can show them and their 
clients the manifold advantages of automatic 
sprinkler protection. 


The latter reduces fire insurance costs by 
from 50 to 80 per cent, guarantees the continu- 
ance of a going business by preventing de- 
structive fires, gives the assured peace of mind, 
and can be installed on such attractive terms 
that the owners of $1,500,000,000 of property 
values are changing each year from the un- 
protected class to the superior safety afforded 
by automatic sprinklers. Sooner or later busi- 
ness on the books of practically every agent 
in the country is going to be effected, hence the 
increasing frequency with which producers are 
safeguarding their renewals by recommending 
the installation of sprinklers to their clients be- 
fore some competitor does. 


By the fire insurance companies themselves, 
through their improved risks departments, and 
also by the manufacturers of automatic 
sprinklers, through their maintenance of free 
service departments, everything has been done 
to make it easy for the agent to give his cus- 
tomers the most competent sprinkler advice it is 
possible to secure. Without obligation or cost 
to either the agent or the assured, these engi- 
neers will survey the risk, prepare plans and 
specifications for a sprinkler system, have them 
approved by the necessary rating authority, and 
supervise the actual installation. 

If there is any financing to be done, the 
agent will find no difficulty in putting the as- 
sured in touch with manufacturers who will in- 
stall the sprinkler system under a plan whereby 
the savings in insurance premiums will substan- 
tially, if not entirely, pay the entire cost over 
a period of five or six years. After that the 
assured can keep his insurance savings in his 
own pocket each year, meanwhile enjoying the 
superior safety of an automatic protective sys- 
tem which cost him nothing. 

“Speaking of service and sprinklers and sav- 
ings’—not Walter Schroeder speaking this 
time, but another successful agent in the Mid- 
dle West, “I maintain that the best way to hold 
clients and make additional sales is to keep in 
touch with them as often as possible. Even 
after the first or second or third sale is made, 
and as often as possible between renewal dates, 
let the assured know that you have him in 
mind. 

“T have a number of sprinklered risks on my 
books, for example. In several instances I got 
the business by showing the owner how much 
automatic protection would save him, and in 
several other cases I held old clients by show- 
ing them the same thing. I don’t think anybody 
could steal one of these clients away, neverthe- 
less I grab every chance I get to remind them 
that I am mindful of their itnerests. 

“Right now I am dropping a little personal 
note to all my sprinklered clients, reminding 
them that cold weather and freezing are just 
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around the corner, and that they owe it to them- 
selves to be careful of equipment as valuable 
as a sprinkler system. I haven’t phrased the 
letter yet, but it will be a friendly sort of note, 
reminding them that alcohol in the automobile 
radiator isn’t nearly so important as watch- 
fulness of their “overhead” valves in the store 
or factory. 

“The note will be brief, and with it I will en- 
close a printed list of twelve cold-weather com- 
mandments for the owners of sprinklered prop- 
erties, as follows: 

1. See that all portions of buildings are 
properly heated at all times to prevent freezing 
in any of the sprinkler pipes, particular atten- 
tion being given to exposed places such as hall- 
ways, entries, stair towers, elevator shafts, 
show windows, shipping rooms, attics, roof 
monitors and skylights, and spaces between 
ground and first floor and under sidewalks. 

2. Examine tanks and all pipes, fittings and 
valves, whether for steam heating, general water 
service, or fire protection. See that none is 
frozen or has been frozen, and that they are all 
in operative condition; and where there is any 
liability of freezing, provide the necessary pro- 
tection. 

3. Examine carefully and provide suitable 
boxing around any pipe lines which may be in 
exposed locations (either between ground and 
first floor buildings, or near windows, etc.). 
Make frequent tests during the winter in order 
to make sure the piping is free from frost. 

4. See that sprinkler dry valves are in 
working order, not leaking, and that alarm con- 
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nection and gong are in operative condition. 
Should a valve trip and, without giving an 
alarm, admit water into the pipes where it may 
remain undiscovered, freezing is liable to occur 
with disastrous results. 

5. Make sure that piping in dry systems is 
thoroughly drained and that the system holds 
air pressure well. All pipes should drain back 
to the dry valve. In cases where this is im- 
possible drip valves should be installed at low 
points, and these should be carefully watched 
during cold weather. Drip valve outlets should 
be plugged as a safeguard against leaking or 
tampering. 

6. Dry-pipe valve closets should be properly 
constructed and permanently heated, preferably 
by steam, electric heater, or gas heater with 
flame properly protected. Lanterns and oil 
stoves, if used in emergency, should receive 
constant and careful supervision; the hazard of 
heaters of this character is intensified if the 
closet is not provided with a fire-resistive lining. 

7. See that all supply valves are open, and 
try water outlets to ascertain if all the pipes 
are free and ready for service. 

8. See that fire department connections 
drain properly and that caps are in place and 
well lubricated. 

9. Have on hand, for emergency use, a sup- 
ply of extra sprinklers; also (to facilitate re- 
pairs) extra fittings and plugs, together with 
a special sprinkler wrench. 

10. When it becomes necessary to close a 
sprinkler valve during working hours, a com- 
petent man should be stationed at the valve, 
so that water can be turned on iinmediately in 
case a fire occurs. 

11. In case of extensive changes in branch 
piping, have the sprinkler pipe plugged where 
disconnected. The pipe should not be un- 
plugged until the branch piping is entirely rear- 
ranged and the workmen are ready to make the 
final connection. By following this procedure, 
instead of having the water shut off at the post 
indicator valve, while the work is going on, 
normal water pressure can be maintained on all 
but the disconnected sections of a system. 

12. When changes or repairs are made in 
the system the inspection department having 
jurisdiction should be notified before water is 
shut off, and care should be taken to see that 
the least possible portion of the equipment is 
out of commission at one time. The fire de- 
partment should be informed whenever a sys- 
tem is out of commission.” 


BOSTON BOARD ELECTIONS 


John H. Eddy Elected President 

Boston, Mass., November 16.—The Boston 
Board of Fire Underwriters at the annual 
meeting held this week elected as president 
John H. Eddy, a veteran Boston insurance man, 
and head of the firm which bears his name. 
Samuel B. Reed, also a leader in the local busi- 
ness, and member of OBrion,, Russell & Co., 
was elected vice-president. The following ad- 
ditional officers were re-elected—secretary and 
treasurer, James Davis; manager, William 
Winkley ; assistant manager, Issac Osgood. An 
executive committee of five members and three 
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members on the advisory committee were also 
elected, and individuals appointed to the brokers. 
and handbook committees. Annual reports were 
presented by Retiring President William Gil- 
mour and Manager Winkley. The entire slate 
presented by the chairman of the nominating 
committee, John J. Cornish, was accepted. 
Manager Winkley recommended that the former 
practice of the protective department receiving 
and reporting the amount of insurance written 
together with the premium income annually, be 
resumed. This, he felt, would be a help in es- 
tablishing the general trend of the local fire 
insurance business year by year. The fire loss 
record of Boston for 1927 was encouraging, 
he said, and was coincident with the experience 
all over the country, showing quite a material 
decrease over 1926. There was only one in- 
stance during the year in failure of sprinkler 
risks, the reason in this case being that water 
was shut off temporarily pending the restora- 
tion of air in a dry pipe system. 


Frederick Vogt Is Visiting New York 


Frederick Vogt, manager at London, Eng- 
land, of the National General Insurance Com- 
pany of Stettin, Germany, has been in New 
York for several days. The National General 
was formerly the Prussian National Insurance 
Company, wihch operated in the United States. 
for many years prior to 1917, when it withdrew 
from this country. Rumor has it that the Na- 
tional General will shortly enter the United 
States for the transaction of a fire reinsurance 


business. 


Friendship 


(from another agent) 


‘We now consider‘our 
Agricultural” connec- 
tion as one of the most 
valuable to this office, 
and we take pleasure 
in recommending this 
Company to any agent 
who would value not 
only the business re- 
lation with, but the 
friendship of such a 
Company.”’ 
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American Re-Insurance Co. 


of Pennsylvania 


67 Wall Street New York, N. Y. 
Assets - - - - $5,764,474.52 
Capital and Surplus - - 2,093,903.92 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direet-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 


























HOME FRIENDLY INSURANCE CO. 


OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


B. L. TALLEY, President BALTIMORE. MD 


CHAS. H. TAYLOR, Secretary 























SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 


Fire Liability Marine 


175 W. Jackson Blvd., Chicago 





London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 











INSURANCE OFFICE ORGANIZATION 
AND ROUTINE 


By J. B. Welson, LL. M. and F. H. Sherriff, F. I. A. 


A valuable guide to the proper organization and conduct of an 
insurance company. Sets forth the best methods to be followed 
in the formation and management of an insurance company’s staff. 
Practical features of operation, such as correspondence, branch 
control, agency audits, office systems and machines, are compre- 
hensively discussed. 

Price, $2.25 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
lt also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 

Price, post paid, $3.00 





Principles of. Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 





Accountancy. By Francis W. Prxiey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and British 
and Foreign Practice. Edited by BERNARD C. REMINGTON, F. C. 
I. [. Contains contributions by prominent officials of fire in- 
surance companies and other experts. Subjects are arranged 
alphabetically and well cross-indexed. Important subjects are 
given ample space and full explanation, and a great amount of 
serviceable knowledge is presented in condensed form. 


480 pages, half leather binding, price, $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of Every 
Branch of Accident Insurance. Edited by J. B. WELSON, L.L. M., 
F.C. I.1., F.C. 1I.S. Contains many contributions by well-known 
authorities on British Accident Insurance Law and Practice, with 
numerous forms and documents. In each particular section, sub- 
jects are arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 


814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and Busi- 
ness Man. By T. E. Younc, B. A., F. R. A. S. Third Edition, 
Revised and Enlarged. A lucid, simple exposition of the princi- 
ples and practice of life, fire, marine and other branches of insur- 
ance. Adopted asa text book by Yale University. 


424 pages, third edition, price, $3.00 


Principles of Marine Law. By LAwRENCE DuckworTH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By LAWRENCE R. 
DicksEE, M. Com., F.C. A.,and H. E. Buatn. This volume gives 
in detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


135 Witit1am STREET 
NEW YORK 


INSURANCE EXCHANGE 
CHICAGO 
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Casualty, Surety and Miscellaneous 








NEW ACCIDENT INSURANCE 
CLAUSES 





Life Indemnity Provisions Slated for 
Change 





AIM IS TO CUT LOSS RATIO 





Present Stipulations Held. Unfair to Com- 
panies—Effective Date Is January 1 
A move tending toward more fully carrying 

out the intent of accident insurance as well as 
decreasing the loss ratio on the dismemberment 
feature will shortly be adopted by the member 
companies of the Bureau of Personal Accident 
and Health Underwriters. 

The proposed action calls for the elimination 
of the present clause which specifies indemnity 
for life in the event that the assured: is so in- 
jured that he cannot work at his own employ- 
ment and substitutes two clauses—the first be- 
ing indemnity for a year in the event the as- 
sured is injured so that he cannot continue at 
his own employment but can secure other work 
and the second calling for life indemnity if the 
assured is so injured as to prevent his being 
able to do any work whatsoever. 

At the last meeting of the Bureau most of 
the companies voted for this change. Those that 
opposed it did so solely because they lacked the 
clerical force necessary to put it into operation 
at once. However, all of them really favored 
the change, believing that the present clause 
costs the companies much money in dismember- 
ment claims while failing to really carry out 
the intent of accident insurance. 

Virtually all of the companies will adopt the 
new clauses by January 1. Those that will not 
do so fully at that time, will have the clauses 
in their policies and will make the complete 
change as rapidly as possible. 

The feeling among underwriters seems to be 
that the present clause is unfair to the com- 
panies. For example, if an artist has one of 
his hands crushed so that he cannot paint any 
more, he now gets life indemnity although he 
can secure employment along other lines. Un- 
der the new plan, they would pay him indem- 
nity only for one year. It is figured that his 
injury would incapacitate him for six months 
and that he would get an income for the next 
six months while he accustomed himself to a 
new task. This plan, they feel, will prove fairer 
to the companies, more fully carry out the in- 
tent of accident insurance and cut the loss ratio 
considerably. 


F. R. Stoddard Confirmed as Chicago Com- 
mission Arbitrator 

Col. Francis R. Stoddard, former Superin- 

tendent of Insurance for New York, who has 

been arbitrator for the city agency committee 

in New York city for the past year and a half, 


has been confirmed in his appointment as arbi- 
trator in Chicago for the national agency com- 
mittee of the Fidelity and Surety Acquisition 
Cost Conference. Early notice of this appoint- 
ment, together with a resumé of the Chicago 
situation, appeared in THe Spectator of 
October 25, 1928. Col. Stoddard has been 
notably successful in his work in the New 
York territory, and it is felt that if the com- 
panies and agents really mean to clean up the 
Chicago troubles and give him their co-opera- 
tion, he can achieve similar success there. 





SUBURBAN CASUALTY’S STOCK OFFER 
Company to Have $300,000 Capital and 
$600,000 Surplus 
The Suburban Casualty Insurance Company 
of White Plains, New York, is offering stock 
to the general public through the Chase Na- 
tional Bank of New York. The company, 
which is to operate in suburban territories, will 
have a capital of $300,000 and a surplus of twice 

that amount. 

The present offering is made at $30 a share, 
of which $10 will go to capital and $20 to sur- 
plus. The company ultimately expects to do 
a general casualty business and will broaden 
its field of operations as business develops. 


New Massachusetts Auto Rates 
(Concluded from page 3) 


discriminatory and hence the rates based in ac- 
cordance therewith are discriminatory. The 
petitioner asks for the abolishment of the zones 
or their modification. 

Governor Alvan T. Fuller, of Massachusetts, 
commented on the new schedule and said that: 


The fraudulent claims that have been permit- 
ter under the working of the compulsory in- 
surance law call for a change in the law so 
that these abuses can be eliminated. Otherwise 
the people of Massachusetts will demand a 
State fund. 

Acting Insurance Commissioner Linnell’s 
Comment accompanying the release of the new 
rating schedule contained the following state- 
ment: 


The expense item in the rates which it was 
proposed to promulgate on September 1 in- 
cluded a 15 per cent selling commission. I do 
not believe this amount should be allowed for 
a selling cost where the purchase of insurance 
is compulsory. I have therefore reduced the 
percentage to cover selling cost from 15 to 10 
per cent. 

The net effect upon the rates of the reduction 
in the estimate of unpaid claims and of 5 per 
cent in the selling cost is a reduction of 10 per 
cent in the rate which I today establish as com- 
pared with the rates proposed to be promulgated 
on September 1, a saving of approximately $1,- 
800,000 to the motor car owners of Massachu- 
setts. 

I am convinced from my independent investi- 
gation and analysis of the data that the rates 
which the companies have been obliged to use 
for 1927 and 1928 are on the whole inadequate 
to produce the necessary revenue. 
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COMMONWEALTH CASU= 
ALTY INCREASES CAPITAL 


Total Will Be $1,500,000 When Com- 
pleted 





SURPLUS OVER $1,550,000 





40,000 New Shares, at $25 Per, to Be Is- 
sued—Stockholders Meet January 22 
PHILADELPHIA, PENNA., November 19.—The 

board of directors of the Commonwealth Cas- 

ualty Company of this city, at a meeting held 
last week, unanimously voted to increase the 
capital stock of the company by 40,000 shares, 
providing that the 110,000 shares of stock hav- 
ing a par value of $10 each be increased to 

150,000 shares of the same par. 

The additional stock is to be issued for $25 
per share. Of that sum, $10 is to be applied 
to capital, while the remaining $15 is to be 
placed in the surplus account. In this manner, 
the sum of $400,000 will be added to the author- 
ized capital with $600,000 going to surplus, 
giving the company, after the new stock is fully 
paid, a capital of $1,500,000 and a net surplus 
in excess of $1,550,000. 

The action of the directors is subject to ap- 
proval of the stockholders at a meeting to be 
called on January 22, 1929. Stockholders of 
record on January 31, 1929, will be given the 
privilege of subscribing to four additional 
shares of stock for each eleven shares owned 
by them. Payments for the new stock will be 
due in cash at the rate of $12.50 per share on 
February 28, 1929, and the remaining $12.50 
per share on March 28. 

As a result of the action of the board, the 
company’s stock jumped 3% points on the 
Philadelphia Stock Exchange, going from 30% 
to 34. 


EXECUTIVE COMMITTEE MEETING 
CALLED 
Health and Accident Underwriters Slate 
Session for December 12 

J. Walter Scherr, chairman of the executive 
committee of the Health and Accident Under- 
writers Conference, has called a meeting of that 
organization during “Insurance Week” at the 
Hotel Astor, New York city, on December 12. 
Legislative matters, educational and publicity 
work along public relations’ lines and revision 
of the manual will be among the important 
topics up for discussion. 

This executive committee meeting will take 
the place, to some extent, of the mid-winter 
meeting which will not be held next year. An- 
nouncement of Chairman Scherr’s call for the 
meeting has been sent out by Harold R. Gor- 
don, executive secretary and treasurer of the 
Conference. 
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Ideas That Mean More 
Business for the Agents 


ANY MEN have written the rules for 

success in business. Simple rules that 

it would seem anyone could follow. But the 

real secret lies in individual application of the 
general rules. 

The home office of the United States Fidelity 
and Guaranty Company cooperates with its 
agents to meet successfully the problems that 
result from ever growing competition. 


~ UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 
ESSENTIALLY AN AGENCY COMPANY 








CASUALTY SURETY 


GUARDIA CASUALTY 
COMPANY 
of BUFFALO, N. Y. 

(A New York State Stock Company) 


Special Automobile Rates 


Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 
Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 
WORKMEN’S COMPENSATION MISCELLANEOUS BONDS 


Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


DELAWARE NEW JERSEY 

OHIO NEW YORK 

MARYLAND RHODE ISLAND 
MASSACHUSETTS PENNSYLVANIA 

NEW HAMPSHIRE DISTRICT OF COLUMBIA 


























FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO.,, Inc. 


75 Maiden Lane Insurance Exchange 
New York City Chicago, Ill. 


General Agents—“All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 




















THE CONSERVATION OF HUMAN LIFE--THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
rang The principal topics treated are shown by the following chap- 
ter titles: 


The Economics of World Health 

The Cost of Medical Service 

What It Costs te Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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ARMAND SOMMER JOINS 
GENERAL ACCIDENT 


Will Be Superintendent in New Pro- 
duction Department 








HAD BEEN 6 YEARS WITH STANDARD 





Noted Executive Is Author of ‘‘Manual of 
Accident and Health Insurance” 


PHILADELPHIA, PENNA., November 20.— 
Armand Sommer, for years connected with the 
Standard Accident Insurance Company of De- 
troit, has joined the General Accident, Fire 
and Life Assurance Corporation which has its 
head office in this country at this city and will 
be superintendent of production in the commer- 
cial accident and health department. Mr. Som- 
mer is nationally known as an authority in the 
accident and health insurance business and 
has been notably successful in increasing agency 
production along this line. 

In announcing the appointment of Mr. Som- 
mer, the General Accident at the same time 
announced that the appointment of Mr. Som- 
mer means the formation of a new department 
that will work with the company’s agents with 
the aim in view of helping them to increase 
their accident and health business. 

For the past six years, Mr. Sommer has been 
connected with the Standard Accident in vari- 
ous Capacities, including payroll auditor, special 
agent, manager of the accident and health de- 
partment at Chicago, and assistant superintend- 
ent of the accident and health department in 
the home office. Previous to leaving Chicago, 
he was president of the Accident and Health 
Managers’ Club of that city. 

In addition, Mr. Sommer is a member of the 
Casualty Actuarial Society and has published 
several articles on insurance. He is the author 
of the new “Manual of Accident and Health In- 
surance,” a complete treatise for the agent and 
underwriter, which is published by The Spec- 
tator Company. 

In announcing his appointment, the company 
said: 

We sincerely believe that Mr. Sommer will 
be of real help and assistance to our agency 
force as he is primarily a salesman and in his 
previous work was very successful in develop- 
ing the accident and health business of his 
agents. He will in time cover our entire terri- 
tory but in the meantime write him your pro- 
duction problems as one of our thoughts in cre- 
ating his position was to co-operate with our 
agents in the organization and development of 
a greater commercial accident and health busi- 
ness. 


Health and Accident Underwriters Con- 
ference Announces Committees for 
1928-29 
Watson Powell, president of the Health and 
Accident Underwriters Conference, has an- 
nounced the chairmen and personnel of the or- 
ganization’s committees for 1928-29. The com- 
mittees and this chairmen are as follows: 
Auditing, A. J. Alwin, Minnesota Commercial 
Mens’ Association; Constitution, James F. 
Ramey, Washington Fidelity National Insur- 


ance Company; Credentials, R. A. Brown, In- 
ter-State Business Men’s Accident Association; 
Educational, R. E. Richman, associate member ; 
Entertainment, T. M. Simmons, Pan-American 
Life; Grievance, E. C. Budlong, Federal Life; 
Legal, E. St. Clair, North American Accident; 
Legislative, C. O. Pauley, Great Northern Life; 
Manual, R. S. Hills, Massachusetts Bonding ; 
Membership, H. S. Bean, Eastern Casualty; 
Program, George Manzelmann, North Ameri- 
can Accident; Resolutions, W. G. Tallman, 
Great Western Insurance Company; Statistics, 
F. R. Parks, Loyal Protective. The special 
committee on public relations is composed of 
Dr. J. R. Neal, Abraham Lincoln Life, chair- 
man; W. T. Grant, Business Men’s Assurance; 
and H. H. Shomo, American Casualty Com- 


pany. 


*PLANE ON COUNTRYWIDE 
TOUR 
Lady Heath, Altitude Record Holder, Gets 
Coverage With Barber & Baldwin 

When Lady James Heath, internationally- 
known aviatrix and holder of the world’s alti- 
tude record for light planes, starts on her 
United States tour, her British Moth Plane will 
be fully covered by insurance for which she has 
arranged through the New York aviation under- 
writers, Barber & Baldwin, Inc. 

Lady Heath is a staunch advocate of insur- 
ance. She told the underwriters that she takes 
the precaution of insuring her plane fully on 
every occasion, and continues that practice even 
though she never has had an accident after 
graduating from the student-pilot class. 

In a Moth plane, similar to the one she is 
demonstrating in her lecture tour of this coun- 
try, Lady Heath made a very skillful flight from 
Capetown to London. She also was the first 
woman air-mail pilot on the Dutch Line, oper- 
ating between Amsterdam and London. 


INSURES 


‘FLOP ARTIST’’ GOT $35,000 





More Than 300 Faked Claims Netted 
That Amount 





CONVICTION BRINGS SIX-YEAR 
SENTENCE 





Claim Department of National Bureau Re- 
veals Offender’s Methods 


Herbert W. J. Hargrave, manager of the 
claim department of the National Bureau of 
Casualty and Surety Underwriters, announced 
last week the successful termination of a na- 
tion-wide search for a man who has defrauded 
insurance companies on between 300 to 400 fake 
claims, and obtained on these claims between 
$35,000 and $50,000. The perpetrator of this 
novel scheme is Charles Little. During his 
three years of swindling insurance companies 
he used forty aliases and operated in practically 
every State of the Union. When finally 
trapped, the machinery of justice moved with 
lightning-like speed. He was seized on Satur- 
day, November 10, was indicted near noon No- 
vember 13 in Charlotte, N. C., and at 5 o’clock 
in the afternoon was on his way to the State 
penitentiary to begin a term of six years. 

According to Mr. Hargrave, Little is 42 years 
old. He never got beyond the 4th grade in ele- 
mentary school. His home is in Los Angeles. 
He was thrown from a horse, in San Francisco, 
four years ago, and suffered a fracture of the 
wrist which later aided his schemes. 

His scheme was to bind his arm tightly below 
the elbow soon before the time for the fake ac- 
cident. He operated, practically all the time, 
in hotels and department stores. His plan was 
to pick out a wire leading to a floor lamp, or 
the edge of a rug, or an elevator, where the car 
did not stop at exactly the level of the floor. 
He would trip and fall, later alleging injury. 
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INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 
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TRACTS 
LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of 

of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 

ford New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 

York Stuyvesant of New of America 
National Union ork 

Pitteburgh BROKERS’ LINES SOLICITED 
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ACTUARY 


GEORGE B. BUCK 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 






































Actuarial 














Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 

















JNO. A. COPELAND 


Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 

















E. L. MARSHALL 









































Audits Calculations Consultations CONSULTING ACTUARY 
Examinations Valuations 

DES MOINES, IOWA 

MILES M. DAWSON & SON — 
CONSULTING 

“ONSULTING T. J. McCOMB 

Bar Building, 36 W. 44th St. 
aoe ane | CONSULTING ACTUARY 
—— Colcord Bldg. OKLAHOMA CITY, OKLA. 





WOODWARD, FONDILLER and RYAN | 


Consuttine ACTUARIES 

INsurRANCE ACCOUNTANTS 

Harwood E. Ryan 

Richard Fondiller 75 Fulton St. 





























Jonathan G. Sharp New York . P. Higgins 
J. A. Craig, CO. P. A. 
THE BOURSE PHILADELPHIA 











Consulting Actuary 
Associates 


W. L. Clayton 


FRANK M. SPEAKMAN 


Fred E. Swartz, C. P. A. 




















DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 
LIFE INSURANCE —Ordinary, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 
Room 101 Memorial Bldg., Nashville, Tenn. 











HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Kansas City 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg. ATLANTA, GA. 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 








ATLANTA, GA. 








SIDNEY H. PIPE, 


MAJOR E. S. ALLEN, D. S. O., 


PIPE & ALLEN 








JAMES R. COTHRAN 
Consulting Actuary 
306 Candler Building 





Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
+ Re British Institute of Actuaries. 


Associate, ‘ice Society of America. 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 
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H. J. WERDER 


Translations 
English. 


80 MAIDEN LANE, ROOM 1801 
Ask for Rate Card 
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from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 





20 years insurance experience 
FIRE AND MARINE WORK 


JOHN 2484 














ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Montreal. 
Telephone Main 3300-2607 


BRANCH OFFICE: 11 Mountain Hill, Quebec City 











PUBLICATIONS 
OF 


C. & E. LAYTON 


The undersigned are sole 
agents in the United States for 
the old established publishing 
house of Charles & Edwin Layton 
of London, England, whose long 
list of publications on fire, life, 
marine and other branches of in- 
surance embrace the most valu- 
able and standard treatises on 
these subjects. 

Send Ten Cent Stamp for 

Catalogue 


THE SPECTATOR CO. 
CHICAGO NEW YORK 











NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘‘No agent on earth could sell me life insur- 
ance, but I am going to buy a Pane? just the 
same”; and he signed up for $75 


USE IT AND PROSPER! 


er PRICES: p - 
SAMO CODD dscc cc ces ccsvt seve cies . 
x opies i. pinwelasied else «.cuiberesieh loin 8.50 
AAEEARR ARES OO ERE Se 15.00 
SARTRE REAR REA BRE eR se 60.00 
BE CT ~ devimesnpecnccecccecaneae 100.00 
M.S” . “salae ors cle bo-60-08 wae alas ae 400.00 
SE | Wideescescccecueesuneeeecs 750.00 


Orders tor single copies must be prepaid. 


Please remit pb money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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SKY WRITING 


By “Q. B.” 











The growth of aircraft insurance naturally 
depends upon the growth of the aircraft indus- 
try and, to a very large extent, the converse is 
true. Because I start off with platitudes, don’t 
think I intend to continue along that line, but 
a beginning of some kind is necessary if there 
is to be a middle and an end. 

Aircraft factories are working at full blast 
and it is said that not a few are behind on their 
orders. The same applies to aircraft engine 
builders. That means that increasing numbers 
of pilots will be required and increasing num- 
bers of laymen will be learning to fly. Ulti- 
mately, the question of pilots comes down to 
flying schools and their output and that brings 
me to an at-present-neglected field of aviation 
insurance, namely, flying schools. Many insur- 
ance companies have entered aviation insurance 
at first via the easiest way—through aircraft 
property damage coverage which is surely one 
of the least hazardous lines, from an insurance 
standpoint, in the whole game. What I want 
to know is who is going to write business on 
flying schools. Having taught many pupils to 
fly, I have a personal interest in the matter. 

At present, such insurance is obtainable, but 
at rates that make it an expensive proposition 
for the flying school operator. Obviously, the 
man who makes his first solo flight and the 
“bus” he uses are dangerous for an underwriter 








SEVEN a POINT FULL COVERAGE AUTOMOBILE POLICY 


to play with. The type of airport, the condi- 
tion and kind of craft, the number of hours in- 
struction the pupil has had, the fitness of the 
pupil and his instructor and dozens of other 
factors enter the question. Also this—what 
about the competent instructor who starts a fly- 
ing school with only a little capital and must 
compete with the corporation that goes at the 
game on a large scale? 

Just now the insurance companies are keen 
on business that comes from licensed transport 
pilots working for a substantial, licensed firm 
operating on schedule over established routes be- 
tween well-equipped airports and having ex- 
pert, regular inspections and repairs. Is the 
deserving “little fellow” with a flying school 
to be choked off because he can only get insur- 
ance at almost prohibitive rates? The future 
of aviation is a matter of pilots and ’planes. 
The insurance company which can solve the un- 
derwriting problem of the small flying school 
so that the operator and his pupils will be pro- 
tected at a non-prohibitive cost will be “sit- 
ting pretty” in the long run. Furthermore, the 
agent who makes contacts with flying schools 
and their pupils will be in for some real com- 
missions when those pupils become licensed 
pilots and either operate their own machines 
or go into commercial flying. If you have any 


opinions on these ideas, send them in to “Q. B.” 
Let’s have an open discussion of aircraft under- 
writing or anything connected with it; and 
if you have any questions on the subject, drop 
me a line and I’ll do my best to give you a 
sane and sound reply. 











Saving the Cost 


of Lost 
Business 


Obviously, agents rejoice at not losing business. 
newly appointed Republic agents find that they are not losing the 


sales they previously lost. 


Losing business is expensive, but there is an opportunity for 
established agencies in many localities to obtain a Republic Agency 
contract, which materially assists in making sales. 
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CASUALTY ACTUARIES IN SESSION 
Society to Hold Annual Meeting at New 
York To-morrow 
The Casualty Actuarial Society will hold its 
annual meeting at the Hotel Biltmore, New 
York city, to-morrow and, in addition to the 
planned program, will have an election of of- 
ficers and of three members of the Society’s 

council. 

Scheduled speakers at the meeting are: 
Charles Deckelman, manager of the home-office 
claim department of the Travelers, on “Claims” ; 
and Stephen B. Sweeney, assistant professor 
of insurance, University of Pennsylvania, on 
“Aircraft Insurance.” 

Topics for informa! discussion include “Bal- 
ance Sheets and Income Statements of Casualty 
Companies from the Standpoint of Policyhold- 
ers and Stockholders” and “The Unit Plan of 
Reporting Workmen’s Compensation Experi- 
ence to a Central Bureau.” 

Arrangements for the one-day gathering are 
in charge of Richard Fondiller, secretary and 
treasurer of the Society. 


JOHN R. ENGLISH MADE VICE- 
PRESIDENT 

Joins Standard Surety and Casualty 

Another addition to the official roster of the 
new Standard Surety & Casualty Company, 
New York, has been announced by President 
Frank G. Morris. John R. English has been 
made vice-president in charge of underwriting 
and claims supervision of the company’s fidelity 
and surety business. 

Mr. English comes to the Standard from the 
Metropolitan Casualty Company’s New York 
office of which he is manager. His experience 
in the casualty and bonding business dates back 
to 1910 when he joined the Washington (D. C.) 
office of the Fidelity & Deposit Company of 
Baltimore, Md. 


OPENS NEW BRANCH OFFICE 
J. Frank Miller to Manager Kansas and 
Western Missouri for Maryland 
Casualty 
President F. Highlands Burns of the Mary- 
land Casualty Company, Baltimore, has an- 
nounced the opening of his organiaztion of a 
branch office to handle business in Kansas and 
Western Missouri. Headquarters of the 
branch are located in the Lathrop building, 
Kansas City. 

J. Frank Miller, manager of the Kansas City 
claim division and who has been connected with 
the Maryland Casualty since 1920, has been ap- 
pointed manager of the new branch office. 


Conservative Casualty Goes Over to Stock 
Basis 

The Conservative Casualty Company of Grand 
Island, Neb., is changing to the stock company 
basis after operating as a mutual. The com- 
pany will have $250,000 capital and the same 
amount of surplus. A. C. Boyer is president 
and the chairman of the board is F. J. Coates. 
Other officers are: Dr. C. G. Delfs, vice-presi- 
dent and medical director, and J. E. Nicholas 
is secretary. 
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The Home Life Insurance Company of America 


Incorporated 1899 


Field Annuals PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH 
d 





to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 


. ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
nsurance trectories TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 
A Home Life policy brings peace of 











for mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
*Greater New York Tennessee Joseph L. Durkin, pocretary _ woe FN ee gual Treasurer 
e r ryan Kyle, cal Director 
~New York State North Carolina Independence Square Philadelphia, Pa. 
New Jersey South Caroline 
posta tucky Virginia | 
Texas : INSURANCE FACTS 
= - — sais 2 Promptly — Accurately — Economically 
t xciusive o reater ew Ork: : Tabulated 
€ach volume contains a complete list of agents in = Classification, reserves, current, outstanding loss data, un- 


earned premiums, agency distributions, current and annual 


the territory covered, with address, list of com- reports. 


anies represented, etc. , a 
P ©P : Recording Statistical Bureau, Inc. 


Many new features are included that will be fourd 76 William Street, New York City 
only in “PF ield Annuals.” New York Boston Chicago Detroit Montreal Toronto 


‘ BPUAAGRAI A UOASN APHASIA USANA 
Price of each $5.00 Postpaid 


THE INSURANCE FIELD COMPANY GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Incorporated Charleston, W. Va. 


P,, 0. BOX 617 LOUISVILLE, KY. | Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
} territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

¢ The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 


Au thor/Author!/ | At ERNEST c MILA i Prat ad Sy 


>= — — 


= Ty OPPORTUNITY! 
i) > Jel 74 OY Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 
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These “first readers”. applaud, 
“DOWN TO BRASS TACKS,” - 
the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 

Cliff C. Ya ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 
Kansas City, Mo.: ‘Down to Brass Tacks’ has answered every question that has bothered 
us. Logical in its presentation, complete in its subject matter, practical in its application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U. S. At 
our firm meeting last night we changed our direct-mail system materially due to your book.” 

T. F. Hizston, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 
read the book will find his enthusiasm aroused and that ought to mean increased commissions. 
We are going to call it to the attention of our many agents Seegees at Nebraska and Iowa.” 


PUBLICATIONS OF C. & E. LAYTON 
Pe undersigned are sole agents in the United States for the old estab- 
ublishing house of Charles & Edwin Layton of London, England 

med long list of publications on fire, life, marine and other branches of 
— embrace the most valuable and standard treatises on these sub- 





SEND TEN CENT STAMP FOR CATALOGUE. 
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Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full S 
of real meat. There are more practical ideas jammed between its covers than I have found She 
in a score of other books and I have searched for something new that could be used in our . 
office. This book should be on the desk of every live local agent in the country. 





Meeting Modern 





Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass ompany Conditions 
——: RE It . stripped = all “ ay por it a real business-builder; and hits the nail on of 
the hea Sing one of your ideas, I mailed ten letters on which the commission return was i i : 
$285. If od puts the contents of this book into practice in a practical manner, good results Co 0 r tj poll sg Ray Ree reg MoM yg stg A ~ 
ar nevit. - 
cr gra pe ation ways able to meet changing conditions with 
THE SPECTATOR COMPANY, 135 William Street, N. Y. City SSW gy: agg ag = a A ge _— 
I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail N JSk b h success, sail ” ” - 
can be used as a Business-Builder. S am aug 








President. Interested? Write for openings! 
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HOLDING COMPANY 
ORGANIZED 





General Re-Alliance Formed by Gen- 
eral Reinsurance 





ANNOUNCEMENT BY E. H. BOLES 





United British to Enter United States 
With Manager and Advisory Com- 
mittee 


Announcement has been made by E. H. 
Boles, president of the General Reinsurance 
Corporation, New York, of the organization 
by the General Reinsurance of a new company, 
the General Re-Alliance Corporation, under the 
laws of the State of New York. The new 
company provides for the carrying out of an 
arrangement which has been made in respect to 
the purchase of a half interest in the shares of 
the United British Insurance Company, Ltd., 
of London, which company, through the Motor 
Union Insurance Company, Ltd., London, is 
controlled by the Royal Exchange Assurance. 
The arrangement provides that the Royal Ex- 
change Assurance and the General Re-Alliance 
Corporation will continue as equal partners in 
the shares of the United British which is con- 
trolled by them. 


When the present plans are carried out the 
General Re-Alliance Corporation will own the 
stock of the General Reinsurance Corporation 
and also the shares of the United British In- 
surance Company, which are to be acquired. 
The new company will have the same board of 
directors as the General Reinsurance and will 
act simply as a holding company for the shares 
of the General Reinsurance and the United 
British, which is necessary because of the pro- 
visions of the laws of New York State in re- 
gard to purchases by insurance companies of 
stocks in other insurance companies. 

The United British will officially enter the 
United States solely for the purpose of casualty 
and surety reinsurance with Mr. Boles, the 
president of the General Reinsurance, as United 
States manager. Its office will be the offices 
of the General Reinsurance in New York, 
and it will take casualty and surety reinsurance 
direct and also as a retrocessionaire of the 
General Reinsurance, thus making it possible 
for that company to place a considerable vol- 
ume of its retrocessional business on an admit- 
ted basis. Elsewhere throughout the world the 
United British, under the direction of A. W. 
Wamsley as managing director with head of- 
fices at the Royal Exchange, London, will write 
only fire and casualty business. An advisory 
committee will act with the United States man- 
ager. It will consist of John Henry Hammond 
of Brown Bros. & Co., New York; Gayle T. 
Forbush, United States manager of the Royal 
Exchange Assurance, New York; Goodwin B. 
Beach of Goodwin-Beach & Co., Hartford, and 
Benjamin D. Mosser of Clark, Dodge & Co., 
New York: “It is expected that the United 
British will enter New York State with a sur- 
plus, including deposit capital, of $1,500,000. 








The Employers’ 
Liability Assurance 


Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 
Insurance Co. 


SAMUEL APPLETON’ BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


The Difference Lies in SERVICE 


HE highly developed insurance 

policy of one reputable com- 
pany is essentially like that of an- 
other, in this year of 1928. 


The great difference lies in the 
service: 


—in the way a policy's invaluable pro- 
tection is made to fit your peculiar 
needs. 


in the professiona counsel you re- 
—ceive regarding its functions. 


—in the manner in which you are re- 
lieved of insurance detail and worry. 


—in obtaining for you the best possible 
policy, with the greatest possible 
security and the best possible pro- 
tection. 


The Employers’ Group representative in 
your locality is such a man. He has been 
selected with extreme care to carry on their 

- policy of “‘the service that satisfies." You 
may depend on him, as an ever-increasing 
number of Employers’ policyholders are 
doing, the country over. 


The above is the message which The Em- 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers’ 
Group are still available for the competent 
insurance man. 





INSURANCE RESEARCH 
FUND CREATED 


Will of Late H. G. B. Alexander 
Leaves $200,000 for Purpose 


ESTATE ESTIMATED AT $3,000,000 





Inventory Shows Head of Continental 
Casualty and Continental Assurance 
Was Large Stockholder 

Cuicaco, Itt., Nov. 20—A trust fund of 
$200,000 for the University of Chicago, the 
income of which is to be used for study and 
research in insurance, was provided in the will 
of H. G. B. Alexander, prominent Middle 
Western insurance company executive who died 
recently in Paris. The will disposes of an 
estate estimated at $3,000,000 by the inventory 
which was filed in probate court here last week. 

With the exception of the University of Chi- 
cago trust the major part of the estate is be- 
queathed to the widow, Mrs. Edna R. Alexander 
and the four daughters, Mrs. Italy A. South- 
ard, Mrs. Margherita A. Hyman, Mrs. Dorothy 
A. Hitchens and Mrs. Marjorie A. Eaton. 

The inventory discloses that Mr. Alexander 
was a firm believer in his own companies, the 
Continental Casualty of which he was chair- 
man of the Board, and the Continental Assur- 
ance Company, of which he was president, and 
that he also held stock in other insurance com- 
panies and the most sound of the industrials. 

Of the stocks held which are actively traded 
in and on which the market price is available 
are the following: 


6,702 Continental Assurance .......... $650,094 
26,578 Continental Casualty ..4.csccees 1,994,350 
113 E. I. duPont de Nemours........ 49,268 
70 Eastman Reda ccnccteccivcvwass 13,160 
100 Harris Trust and Savings........ 120,000 
735 National Castialty x... icavenaies 37,895 
28 Commonwealth Investment ...... 3,648 
12 Firat. National Bankts..cscccésere 14,025 
TOO FIseWets BOO coca ccdccadaccens 5,590 
8,700 


100 Standard Oil, Indiana............ 


NEW ACCIDENT RATES 
F. Leroy Templeman Says Planned Re- 
visions Make for Simplification 

BattimoreE, Mp., November 19.—F. Leroy 
Templeman, superintendent of the health and 
accident department of the Maryland Casualty 
Company here, and chairman of the Bureau of 
Personal Accident and Health Underwriters, 
said in reference to the manual of new rates 
which it is preparing and which is scheduled to 
appear on or about January 1 that the new 
classification of rates would make for simpli- 
fication. He said: 

A substantial number of companies have 
adopted the classification of risks by letters A, 
B, C, etc. Where there were three classes be- 
fore, there are now four with basic rates 5-6- 
7-8.50. The revision will serve to abolish se- 
lect, preferred, and extra-preferred, and will 
arrange these under the new classification by 
letters. ‘ ' 

One new rate has been created which will 
provide automobile accident insurance for men 
who use automobiles in their business. This 
arrangement is believed to be a decided ad- 
vance which has been favorably accepted by 
many companies. This new classification will, 
no doubt, effect many important changes in 
the business, and by its apparent simplification, 
make for more efficiency. 
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Miscellaneous Insurance 











Insurance Stocks 





The following quotations, as of November 19, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SpecTATOR will endeavor to supply the data: 


Bid 

American Alliance 

Arthur Atkins & Co., N. Y.......... 670 
American Equitable 

Henry G. Rolston & Co., N. Y...... 36 
American Insurance Co. of Newark 

Arthur Atkins & Co., N. Y........+. 30 

Miliken & Pell, Newark, N. J........ 31 

J. S. Rippel & Co., Newark. Lesa 30% 

L. A. Hollander & ‘Co., , Newark Fates 30 

Gilbert Elliott & Co., N.Y. C....... 30 
American Reserve Ins. Co. 

J. Roy Prosser & Co., N. Y......... 84 
American Salamandra 

Henry G. Rolston & Co., N. Y...... 78 
American Surety 

Lewis & Co., Hartford............-- 280 
Bankers & Shippers 

Arthur Atkins & Co., N. Y.........- 525 

Gilbert Elliott & Co., N. ¥.C....--- 525 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N. J......-- 2316 

J. S. Rippel & Co., Newark......... 23% 

L.A. Hollander & Co., Newark...... 24 


Baltimore-American (new stock) 
J. Roy Prosser & Co., N. Y......-++ 


5044 
Henry G. Rolston & Co., N. Y....++ 501% 
50 


Gilbert Elliott & Co., N. Y.C......- 
Brooklyn Fire 


Henry G. Rolston & Co., N. Y...--- 110 
Camden Fire 

Arthur Atkins & . Wy dl cssceews's 311% 

McKinley & Co., N. Eee 39 

L. A. Hollander & Co., Newark...... 311% 

Gilbert Elliott & Co., N. Y. C....-++ 31 
Carolina Insurance 

J. Roy Prosser & Co., N. Y.....+-++> 59 

Arthur Po DG Hs Wesncesss xs 58 
Chicago F. & M : 

Charles Sincere & Co., Chicago. ...-. 16 
Commercial Cas. Ins. Co. 

Miliken & Pell, Newark, N. J......-- 50 

J. S. Rippel & Co., Newark oss owe ae 50 

Gilbert Eliott & Co., ie aes ok wsee 50 
Continental Assurance 

Charles Sincere Co., Chicago.......- 95 
Continental Cas. ‘ 

Charles Sincere & Co., Chicago...... 72 
Continental Ins. Co. 

Lewis & Co., Hartford........-+++++ 8s 
Eagle Fire (Newark) 

J. S. Rippel & Co., Newark........-- 80 

Gilbert Elliott & Co., N. ¥.C.....-- 89 
Excess Ins. Co. of America 

Gilbert Eliott & Co., N. Y. C......+- 19 
Fidelity-Phenix 

Lewis & Co., Hartford..........+++> 96 
Fidelity and Casualty 

Arthur Atkins & Co., N. Y....------ 185 

J. Roy Prosser & Co., N. Y....--+++ 187 

Gilbert Elliott & Co., N. Y. C....--- 185 
Firemen’s Insurance Co. of Newark 

Miliken & Pell, Newark, N. J..-.---- 45 

Henry G. Rolston gw Se. ay SE 45 

J. S. Rippel & Co., Newark........- 45% 

L. A. Hollander & Co., Newark...... 45 

ae Atkins & Co., = 45 

Gilbert Eliott & Co., N. Y. C......-- 44 
Franklin Fire 

Arthur Atkins & Co., N. Y......++-+- 405 
Glens Falls 





Arthur Atkins & Co., N. Y 
J. Roy Prosser & Co., N. ¥ : 
Lewis & Co., Hartford...........++- 


Gilbert Eliott & Co., N. ¥.C....-.- 63 
Globe & Rutgers 

Lewis & Co., Hartford.............- 2900 

Gilbert Eliott & Co., N. Y. C.....-. 2875 
Great American Ins. 

L. A. Hollander & Co., ” a pare Ree 50 

J. Roy Prosser & Co., N. Y.....---- 5014 

Arthur Atkins & Co., WER ooo ss con 50 

Lewis & Co., are Rete picnics sina ate 50 

Gilbert Eliott & Co., N. Y. C.. . 50 
Guardian Fire Assn. — (ex tights) 

Henry G. Rolston & Co., N. Y...... 50 
Guardian Fire Assn. Corp. Giehts) 

Henry G. Rolston & Co., stare 15 
Hanover Fire (ex stock div. ‘ 

Arthur Atkins & Co., N. Y........-- 74 

Lewis & Co., Hartford.............. 75 

Gilbert Eliott & Co., N. Y. C........ 73 
Halifax Fire (ex rights) 

J. Roy Prosser & Co., N. Y........- 4314 
Harmonia Ins. Co. (ex tights) 

J. Roy Prosser & Co., N. Y.......-- 50 

Arthur Atkins & Co., N. Y.......... 50 

Henry G. Rolston & Co, N. Y...... 50 
Harmonia Ins. Co. (rights) 

J. Roy Prosser & Co., oe Se estas sya 17 

Arthur Atkins & Co., N. Y.......... 18 

Henry G. Rolston & = NY en 18 





Offered 
680 
37 


570 
575 


24 
243% 
51% 
51 
52 

113 
33 


3214 
33 


Home (N. Y.) ex Home Sec. Co. 

J. Roy Prosser & ay Lo a Ae 

ee ee Sb ae eee 

Gilbert Eliott & Co, DNs Wicihowsssi6:5:8 

Lewis & Co., Hartford.............. 
Hudson Cas. Ins. F 

AN ed OR | res 
Importers and Exporters 

Asthur Atkins & Co., N. VY... 0. 

Gilbert Eliott & Co., N. ¥.C....... 
Ins. Co. of North America 

Lewis & Co., Hartford... ... 06.008. 
Maryland Casualty 

aorwvee & (50, Therion, ...6 os ca cesses 

Gilbert Eliott & Co., N.Y. C....... 
Milwaukee Mechanics 

Asthur Atkins & Co., N. V..........+ 

Henry G. Rolston & Co. Ae ae 

Gilbert Eliott & Co., N. AO. caus. 
Missouri State Life 

Arthur Atkins & Co., N. Y.......... 
National Liberty (new stock) 

Henry G. Rolston & a 4 = Mawnan 

J. Roy Pron: & GCo., N.Y «...6 0606 
National Surety 

Mokauley & Co., Ni Vo. sc0c0ccees- 
National Union 

3, oy wraenee & COs, IY 5. 6o6s0-5 0: 

Gilbert Eliott & Co., N. Y.C....... 
New Amsterdam — 

Dickauter & Co. Na Y... «0 6000 62s0s 

Gilbert Eliott & ‘Co. a Ee, Oe Ree 
New Jersey Ins. Co. 

J. S. Rippel & Co., Newark......... 
New York Casualty Co. 

a, Roy Promer ® CoN. Voi cece sss 

Lewis & Co., Hartfor Er eee 

Gilbert Eliott & Mthag es Wie Gre sia craves 
New World Life 

Charles Sincere & Co., Chicago...... 
Niagara Fire 

Lewis & Co., Hartford.............- 
North River Ins. Co. 

Arthur Atkins & Co., N. Y......:.5- 
Pacific Fire 

Henry G. Rolston & Co., N. Y...... 
Peoples Natonal 

3. Rey Promer ® Co,, N.Y. oa sscn ss 

Henry G. Rolston & x . EAE 
Presidential F. & M. 

Charles Sincere & Co., Chicago...... 
Public Fire Ins. Co. 

J. S. Rippel & Co., Newark......... 
Republic Fire, Pittsburgh va rights) 

Henry G. Rolston & be. > 
Republic Fire, Pittsburgh, — 

Henry G. Rolston & ee i Ga Oa 
Security Ins. Co. of a Haven 

Astiur Atkine & Co., N.Y 5.606.000 
St. Paul F. & M., Ins. ca. 

J. Roy Prosser & Se wee bwnes 

McKinley & Co., 5, spintohaaeenbee 
Southern Surety 

Gilbert Eliott & Co., N. Y.C........ 
Stuyvesant 

j.. Roy Peomer & Co., N.Y .......5 

Arthur Atkins & Co., N. Y.......... 

Gilbert Eliott & Co., N. Y. C....... 
Sun Life Assn. 

— 8 oD ee 
U. S. Fire Ins. Co. 

Henry G. Rolston & ~ Be Wccg-ovcters 

J. Roy Prosser & Co., N. oy erelecbrearete 

Lewis & Co., Hartford...........00: 
Universal Ins. Co. 

Arthur Atkins & Co., N. Y.......... 
United States ee ee & Shippers 

J. Roy Prosser & Co., No OY o<.00000% 

Henry G. ee ae GPa a ae 
Virginia F. & N 

Arthur pot 2 OO at Gee 

5. Roy Pxpene & Co, No TY... 500260 
Westchester Fire 

pe 8 oe. ey ee ener 

Arthur Atkins & Co., N. Y.......... 

J. Ray Droset & Ca. Mo «oo vcess 


HARTFORD STOCKS 


Aetna Casualty and Surety 

Conning & Co., Hartford............ 

Rjewis & Co., Hiartiodd ... ......0<02000 
Aetna Insurance Fire 

Conning & Co., Hartford............ 

Lewis & Co., Hartiond...... 0.000060. 
Aetna Fire (rights) 

Conning & Co., Hartford............ 
Aetna Life Ins. Co.. 

Conning & Co., Hartford............ 

Lewis & Co., Hartford........2....- 
Automobile Insurance 

Conning & Co., Hartford............ 

Lew & Co., Tinttiord. .. 5. .csccuys 
Conn. General Life 

Conning & Co., Hartford............ 

Lewis & Co., Hartford. « <.....6 06500. 
Hartford Fire 

Conning & Co., Hartford............ 

Lewis & Co., Hartford. ......cccccse 
Hartford Steam Boiler 

Conning & Co., Hartford............ 

Lewis & Co., Hartford... .2-....0% 


163 
160 


49 
48 
116 


33 
33% 


350 


160 


38 
38 


29 
27 
37 


123 


210 
210" 


167 
170 


51 
51 
118 


3834 


213 
215 


40% 
310 
310 


122 
120 


470 
465 


134 
135 


100 


101 
99 


1150 
1150 


665 
665 


278 


915 
915 


470 
465 
1750 
1730 
880 
865 
750 
740 


National Fire 


Conning & Co., Hartford............ 1130 1150 

Lewis & Co., Hartford.............. 1140 1160 

Henry G. Rolston & Co. ¥.C.... Tee 1150 
Phoenix Insurance 

Conning & Co., Hartford............ 840 850 

Rewin G Co., TOrtiord . «5 .5.0csccecs 830 840 
Travelers Insurance 

Conning & Co., Hartford............ 1590 1600 

Lewis & Co., Hartford.............. 1585 1610 


NEW ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston... . 23 26 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston.... 15 20 
Boston Insurance 

Chas, A. Day & Co., Inc., Boston.... 1250 


Capitol Fire Ins. Co. 
Chas. A. Day & Co., Inc., Boston 


PENNE 25-5 corclol oid. S icine Se Ria eas 95 
ION 6 5 Soca cee ow ease ees 285 

Columbian National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 420 430 
Mass. Bond & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston.... 535 565 
Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston. ... 25 35 
New England Fire 

Chas. A. Day & Co., Inc., Boston.... 50 55 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.... 500 550 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.... 300 
Providence-Washington 

Chas. A. Day & Co., Inc., Boston.... 745 767 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 200 215 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston... . 33 38 


Pyramid Life Goes on Stock Plan 
LitttE Rocx, Ark., November 16.—An 
amendment to the articles of agreement and 
incorporation of the Pyramid Life Insurance 
Company was filled with County Clerk W. S. 
Rogers, which converts the company into a stock 
company with an authorized capital stock of 
$350,000. Directors of the company voted in 
August to make it a stock company, providing 
$50,000 had been subscribed on the stock by 
November 1. The amendment said that $24,470 
in common stock and $26,380 in preferred stock 
had been subscribed. A total of 35,000 shares 
of stock at par value of $10, includes 25,000 
shares of common stock, reserved for charter 
policyholders, to whom it was issued at par 
and paid for out of accumulated dividends of 
the company, and 10,000 shares which will be 

sold at double par value, creating a surplus 








We recommend 


*Missouri State Life Ins. Co. 
*Lincoln Fire 





Commonwealth Casualty 
Firemens of Newark 





* Special reports on request 


L. A. HOLLANDER & CO. 


° Investment Securities 


Chamber of Commerce Bldg. 
20-24 Branford Place 


Newark, N. J. 
Phones, Mulberry 4850-1 
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Miscellaneous Insurance 





CAR OWNERS MUTUAL 
CASE 





Receivership Petition Hearing in 


Boston 





INVESTIGATION TO BE CONTINUED 





Company Had Its Auto Business on In- 
stalment Premium Plan 

Boston, Mass., November 19.—The taking 
of testimony and cross examination of the In- 
surance Department examiners by counsel for 
the Car Owners Mutual Liability Insurance 
Company of this city occupied the full two 
hours assigned last week to the hearing be- 
fore W. Harold Hitchcock, appointed master 
to hear the petition for a receiver filed some 
weeks ago by the attorney-general at the in- 
stance of Acting Commissioner Linnell. 

Procedure seemed temporarily blocked, 
although the hearing is to be continued by the 
proper interpretation of the statute applicable 
to the instalment practice of premium payment 
which the company has followed since it com- 
menced business, but which has never been 
decided one way or the other, either by depart- 
ment ruling or legal opinion. 

This situation apparently stumped the defend- 
ant’s counsel, who, through lack of familiarity 
with the law, could not satisfy his case as to 
the item of $65,000 of uncollected premiums 
over ninety days due disallowed by the exam- 
iners. 


Inter-Ocean Casualty Offers Prizes 

In order to give further zest and enthusiasm 
to the November production contest of the In- 
ter-Ocean Casualty Company, of Cincinnati, 
among its Illinois agents, Ernest A. Johnson, 
resident vice-president at Chicago, ‘is making 
an interesting offer of copies of the book In- 
surability, published by The Spectator Com- 
pany, as prizes to the Illinois agents of the 
company. He has sent each of his sub-agents 
a personal letter with which he has enclosed a 
circular describing Insurability, the author of 
which is Dr. H. W. Dingman. Mr. Johnson’s 
letter reads as follows: 

The enclosed prospectus on Dr. H. W. Ding- 
man’s textbook is self explanatory. 

This great work took over five years to 
complete and is considered a masterpiece. It 
has made Dr. Dingman internationally famous 
as an underwriting authority and an insurance 
business builder. 

The work is considered a textbook for all 
health and accident insurance executives and 
salesmen alike. You, of course, remember Dr. 
Dingman for his address given at our June 
State agency meeting; also for his masterful 
contribution to the health and accident confer- 
ence, held at the Edgewater Beach Hotel last 
September, which the Illinois staff attended. 

If the Illinois staff produces and pays for the 
500 apps or the $5000.00 in new premiums dur- 
ing this November contest, you shall be pre- 
sented with a copy of this book, with my per- 
sonal compliments and autographed by the 
author and our mutual friend, Dr. H. W. Ding- 
man. This, im addition to the other trophies 
and financial prizes to be tendered to you, if 
you produce the above results and as offered in 
previous announcements. 

P. S—“Knowledge is Power”! 


MAY NOT SUSPEND LIMITATIONS 
James A. Beha Sees no Indication of Need 
for Action 
James A. Beha, Superintendent of Insurance 
of New York, has sent to life insurance com- 
panies authorized to do business in the State 
a letter in which he indicates that it will not 
be necessary this year to raise the limits on 
ordinary life business written during the year. 

His letter follows: 


I am not satisfied from the returns of the 
companies submitted in response to my circular 
letter of October 16 that companies writing not 
less than 50 per cent of the amount of life in- 
surance written by authorized companies will 
in the normal course of their business, prop- 
erly and econmically conducted, reach the lim- 
its provided for in Section 96, New York In- 
surance Law, before the end of the current cal- 
endar year. Accordingly, it is unlikely that 
there will be a general suspension of the lim- 
itations on new business. 

It has been the practice of this department 
to exhaust all the measures provided for in 
section 96 before taking action under Section 
96-a. In other words, it has been our practice 
to grant certificates authorizing the writing of 
19 per cent additional insurance before sus- 
pending the limitation on the amount of new 
business for individual companies. 

In case any company should need relief, I 
shall be pleased to advise them as to the pro- 
cedure to be followed in making application 
and petition for permission to issue 10 per cent 
additional insurance and/or for suspension of 
limitation on new business for the current cal- 
endar year upon receipt of their request for 
such information. 


Julian W. Kerr Transferred to Philadelphia 

Julian W. Kerr with the Oklahoma City of- 
fice of the Travelers Insurance Company, Hart- 
ford, has been transferred to the Philadelphia 
office of the company as field assistant in the 
casualty department succeeding C. T. Easterby 
who resigned to join the Philadelphia branch of 
the Alliance Casualty Company of the Quaker 
City. 





W. W. McClench Dead 
(Concluded from page 11) 


field and two daughters, Marion H. of Detroit 
and Cora C. of Baltimore. 

The funeral was held Monday afternoon at 
the Church of the Unity, Springfield. The As- 
sociation of Life Insurance Presidents was rep- 
resented by a committee consisting of Daniel 
I’. Appel, chairman, president, New England 
Mutual Life Insurance Company, Boston; Rob- 
ert W. Huntington, president, Connecticut Gen- 
eral Life Insurance Company, Hartford; Fred- 
eric H. Rhodes, president, Berkshire Life In- 
surance Company, Pittsfield; Burton H. Wright, 
chairman of the board, State Mutual Life As- 
surance Company, Worcester ; George T. Wight, 
manager, New York. 


George P. Porter Re-elected 

George P. Porter, State auditor and Commis- 
sioner of Insurance of Montana, was re-elected 
to that office by a large majority at the re- 
cent election, which is an excellent indication 
of the popular approval of Mr. Porter’s ser- 
vices during the past ten years. When he first 
took office there were less than 300 insurance 
companies admitted to Montana and the re- 
ceipts of the department were less than $250,- 
000. The close of the present year will see 
more than 400 companies admitted and receipts 
of more than $350,000. 


The Benjamin Franklin Gazette 


The Benjamin Franklin Gazette for October, 
1928, presents several portraits of Benjamin 
Franklin. It also contains an interesting: article 
on Franklin and Our International Relations, 
by William Guggenheim, trustee of the Inter- 
national Benjamin Franklin Society, the ob- 
ject of which society is to perpetuate the mem- 
ory of teachings of Benjamin Franklin. 











AETNA (FIRE) INS. CO. 
WESTCHESTER FIRE INS. CO. 


CIRCULAR ON REQUEST 





115 Broadway 


Rector 7662 
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McCLURE, JONES & CO. 


Members New York Stock Exchange 
Members New York Curb Market 


New York 


Telephones: 
Hartford, Conn. 3-9200 
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ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 
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1857 1928 


Ghe Oldest Life Insurance Company 
in the West. Desirable territory open 

for live agents. Has an enviable record 
for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO, 
ST. LOUIS, MO. 




















Security— 


When the Mutual Benefit was or- 
ganized in 1845 there were only a 
few Life Insurance Companies in 
the United States. Through the 
Wars, Panics and Epidemics of all 
these years, it has always stood 
safe and secure as a foremost 
disciple of Pure Life Insurance. 


THE 
Mutual Benefit Life Insurance Co. 


Newark, New Jersey 
Organized 1845 





























NOW READY 
AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar 
Trust Officer, Liberty National Bank and Trust Company 
in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust: 
Matters of Trust Administration; Planning 
the Trust; Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are also 


given. 
Price $1. 
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PERHAPS 


You think Income Insurance is hard to sell, or 
That you cannot get the right kind of policies, or 
The right kind of Agency Contract, or 

There is too much ‘‘Red tape’’ in Claim Settlements. 


WE CAN 


Remove these objections for you, if you will tell us your story. Ours 
is a very ‘‘Human’’ organization, and we have had 25 Years’ ex- 
perience in dealing with individual problems. Let’s talk over yours. 


INTER-OCEAN CASUALTY COMPANY 


CINCINNATI, OHIO 


J. W. Scherr, Pres. W. G. Alpaugh, Secy. 

















DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 














“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 

Address: Confidential care THE SPECTATOR 











ACACIA 


A Service Institution—Not a Commercial Company 


Over $284,000,000 
Over 25,000,000 


Ideal Agents’ Monthly Income Contract 
Low Net Cost Real Service 


ACACIA MUTUAL LIFE ASSOCIATION 


William Montgomery, President 
WASHINGTON, D. C. 


Insurance in Force 








TMM Me Me mene mn ne Mls 











BALTIMORE 





- A PROGRESSIVE 


SURETY and CASUALTY 
COMPANY 
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MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 

THE COMPANY Backed and endorsed by the most substantial 

and influential business men in Kansas City 


THE MANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 








THIRD EDITION 
Thoroughly Revised, Improved an Greatly Enlarged 


Fire Insurance Inspection a4 Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATFD 
NUMEROUS ILLUSTRATIONS 
1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufactured Processes and Special Hazards Listed 
Aighationty Arranged—Printed on thin Paper—Bound in Flexible 
Covers—Just the Book for the Underwriter in Office or Field 
PRICES 
Flezible Binding, $6.00 De Luxe edition, thumb indezed, $10.06 


THE SPECTATOR COMPANY 
CHICAGO « PUBLISHERS - NEW YORK 
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LIFE INSURANCE ALWAYS PAYS IN FULL 


IF YOU 
ARE THINKING OF MAKING A CHANGE 
FOR 1929 


WRITE US BEFORE DOING SO 
LICENSED TO DO BUSINESS IN 32 STATES 
REAL FIRST YEAR COMMISSIONS NON-FORFEITABLE RENEWALS 


2<~ESERVE LOAN LIFE 


) \ INSURANCE COMPANY 
—J INDIANAPOLIS, INDIANA. - —Ls | 















